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The Missouri State Life Is Constantly Seeking 
New Ways to Help Its Men in the Field 
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N addition to practical helps through our Educational, 

Sales Research and Publicity Departments, we are con- 

stantly giving our men new policies, new types of insur- 
ance, new selling ideas. Sales helps that really help. 


Besides several new policies, we 
offer all of the regular standard 


Training is essential ; sales facts and 





literature are necessary, and pub- 
licity is a valuable asset — but the 
man who, in addition to all of these, 
has a real policy to sell, a real idea 


to present, is the man who finds both 


pleasure and profit in his work. 


forms—more than fifty different 
types. 


Men of high character and ability 
are offered a real future with the 
Missouri State Life— 


The Progressive Company 


MISSOURI STATE LIFE 
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EQUITABLE SEVENTIETH ANNIVERSARY SERIES 


LEDGER ASSETS OF THE EQUITABLE 


December 31, 1928 
SECURITIES 

U. S. Government Bonds. ; 
(1) Municipal, State, ete. Bonds 

Railroad Bonds. ....... 

Public Utility Bonds 
(2) Industrial and Miscellaneous Bonds 
(5) Foreign Bonds 
(4) Stocks 


POLICY LOANS 
MORTGAGE LOANS 


Business and Dwelling 
Home Purchase 
Farm 
MISCELLANEOUS 
(5) Real Estate Owned 


(0) Cash 
(7) All Others 


TOTAL ASSE’ 


$ 10,954,750 
8,585,207 
256,571,822 
152,550,452 
5,104,767 
4,774,296 
17,124,798 


151,579,676 


219,495,054 
45,079,207 
176,858,741 


18,696,008 
5,350,580 
1,407,492 





ew diagram shown above discloses at a glance the 
elements which compose the Equitable’s sound 
financial structure. The manner in which the funds 
held for the policy-holders are distributed over the 
various classes of investments represents not a hap- 
hazard growth, but rather the fruition of a compre- 
hensive program adopted by the Society years ago 
and consistently developed. This program reflects the 
best judgment of our Finance Committee, composed 
of men of long and varied experience. The financial 
structure which they have so carefully erected consti- 
tutes, in respect of both the selection of thousands of 
individual investments and their division by classes, 


the very highest order of institutional investment. 


'S OVER ONE BILLION DOLLARS 


THE EQUITABLE LIFE ASSURANCE SOCIETY OF THE UNITED STATES 
393 SEVENTH AVE., NEW YORK, N. Y. 


THOMAS |. PARKINSON, PRESIDENT 
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READY FOR IMMEDIATE DELIVERY 


The 1929 Unique Manual-Digest 


The Only Reference Book Showing 
ALL Companies in ALL Departments of Information 


Thousands of Pertinent Facts That Help Close Sales 


How often have you wanted to know a pertinent 
fact regarding some life insurance company or policy? 
. The following suggestions are merely intended to 
give you a bird’s-eye view of the great volume of val- 
uable information available to users of the UNIQUE 
MANUAL-DIGEST. 

With the “Digest” you have a reference book that 
will give you a quick concise answer to practically any 
question as to the financial and insurance position, the 
policy provisions, rates, net costs, dividends, histories, 
value and general information regarding any American 
Life Insurance Company. 

All Companies 

All established legal reserve companies (some 290) 

are treated, and all important facts about each company, 


the obscure as well as the prominent points, are clearly 
stated in the UNIQUE MANUAL-DIGEST. 
Annual Statement 

Financial and insurance statements, analyzed into 
57 different items are shown for all companies. These 
facts are alone worth the cost of the “Digest.” 

Rates 

Rates are shown in full at every age for all prin 
ciple policies—likewise disability and double indemnity 
rates are shown. 

All Policies 

A complete list of all policies written by every com 
pany is given with simple rates and brief descriptions of 
even the most unusual contracts. 


It is the showing of the obscure points 


Policy Provisions 
The “Digest” summarizes the principal policy fea 
tures, under twenty heads, covering more than 80 points. 
The summary includes disability clause—double indem 
nity clause—irrevocable beneficiary—excess interest rate 
—change of policy—application of dividends—cash 
values—loan values—paid-up and extended insurance 
values—incontestability—premium loans—restrictions— 
limits of insurance — binding receipt — insurance on 
women—company practices, etc. 
Dividends 
The “Digest” gives you dividends at 5-year ages of 
all popular policies, over a period of 10, 15 or 20 years. 
For some companies, dividends are shown for as many 
as 30 policies. Dividend formulas and the schedule since 
1917 are shown. 
Net Costs 
Exhibits both on the basis of present scale and 
actual histories are made for the Ordinary Life, 20 Pay 
ment and 20 Year Endowment policies over a period 
of 20 years. 
Values 
Cash, loan, paid-up and extended insurance values 
are given at every age for the Ordinary and Twenty 
Payment Life policies of all large companies. 
Tables 
The “Digest” shows preliminary and modified pre 
liminary term reserves—full level premium reserves, 
select and ultimate reserves, American 3%, 3% and 4% 
—Actuaries 4%—description of each standard—com 
parisons of each—different mortality tables—108 pages 
of various tables. 


the kind of information that 


cannot be found elsewhere—that makes the ‘‘Digest’’ so valuable. 


Can You Afford To be Without These Facts? 


Special 
Company Club Rates 
To All Agents 


ORDER NOW! 


Rush for Inspection 


copies 1929 Unique Manual-Digest. 

at my company club rate, not over $4.00. If the 
“Digest” does not sell itself to me, I may return my order for 
full credit, 


WR o<tcceudewa 
Company 


Address 


To The National Underwriter Co. 
420 E. 4th St., Cincinnati, Ohio 
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Management 











Even the best business 
in the world would go on the rocks if it were not 
for the guiding hand and astute business judgment 
of its head or heads. Great organizations and insti- 
tutions do not build. themselves, but are the result 
of the capable management and foresight of their 
executives. 


The Illinois Life is no exception. It is to the 

undying credit of its founder and his associates 
that this company has, in its thirty-five years’ of 
existence, risen to its place of leadership among 
the legal reserve life insurance companies of the 
state. 


G The agency organization of the Illinois Life 

has unbounded confidence in the ability of 
its Home Office executives to handle the affairs of 
the company in the most efficient manner possible. 


The Illinois Life Insurance Company enjoys the distinction 
of being the first legal reserve life insurance company, 
now active, to be chartered by the State of Illinois. 


Illinois Life Insurance Co. 


Illinois Life Building Chicago 1212 Lake Shore Drive 
Raymond W. Stevens, President 
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Underwriting Is 
Sharply Rapped 


Actuaries, Medical Directors, 


Selection Supervisors Score 


Action of Some Executives 


BETTER DAYS ARE SEEN 


Technical Men Urge That Business Be 
Put Back on Sound Basis as 
Soon as Possible 


NEW YORK, May 30.—Participation 


in by and other 


head office executives who are totally 


underwriting agency 
unacquainted with underwriting princi- 
ples was cited as one of the major handi- 
caps to sound practices at the joint con- 
ference here of actuaries, medical direc- 
tors and selection supervisors. Several 
at the 
ferred to the dangers of this develop- 
ment in underwriting and 
urged that stress be put upon its elim- 
ination for rectification of the pressing 
evils in the business today. Some im- 
provement has already been seen, sev- 
eral stated, but there is still much room 
for improvement, and for smooth run- 
ning in the future entire elimination of 
the untrained minds from technical work 


must be effected. 


of the speakers conference re- 


Ameriacn 


Competitive Urge Harmful 


The competitive urge of recent years 
is the cause of the preponderance of ex- 
ecutive control of underwriting practices. 
With the weight of operations thrown 
into production and financial depart- 
ments, head office officials of many com- 
panies added to the prestige of the 
agency and investment departments, 
sometimes giving executives of these de- 
partments a lift in general operations. 
Whether official or not, many permitted 
the weight of the production offices to 
submerge the technical departments at 
times. Major cases which were at the 
border line were pressed over for ac- 
ceptance against the best judgment of 
both actuarial and medical departments, 
at the request of these other executives. 
Underwriting rules and regulations were 
revised or were not tightened—because 
these same executives sought business 
on the quantitative basis rather than the 
qualitative, any handicap being removed 
m the interest of more business. 

rhe net result was the situation from 
which the technical minds of the busi- 
ness are now seeking to free the com- 
panies. Actuaries and medical directors 
have finally impressed their home offices 
with the importance of this item, and 
even now, though the swing to conserva- 
usm is yet new, many offices have cur- 
tailed the influence of the production 
executives in the matter of underwriting 
technique, leaving this to the minds tech- 
nically trained for such work. 

During the past few years, the gain 


s | . . . 
and loss exhibits on certain classes of 


(CONTINUED ON PAGE 22) 








May Business Is Bearish 


Although Production Records in Industrial Lines Con- 
tinue High, General Recession in Future Appears 
Evident—Life Insurance Slightly Checked 


NEW YORK, May 30.—May has 
been an eventful month for those study- 
ing the business and financial situation 
of the country and has added weight to 
the bearish reports of future prospects. 


Seldom does one now hear a bullish 
forecast. Though actual industrial con- 
ditions changed little during the past 


month and June opens with a continu- 
ance of the high level of business opera- 
tions, general recession appears more 
evident for the future, with faint 
evidences of the approach as mid-year 
nears. This is a time for the life un- 
derwriter to follow the market closely, 
that his efforts during the coming 
months may be focused in the most 
efficient manner and in the most profit- 
able directions, to maintain the high 
record of life insurance production. Life 
insurance came through recent reces- 
with only a check in growth, 
rather than a concurrent recession, and 
there is no reason why this cannot be 
repeated should the bearish forecasts of 
the present be upheld during the bal- 
ance of 1929, 


sions 


Business Record Gives 
No Cause for Complaint 


The business record thus far in 1929 
furnishes no cause for complaint. Quite 
generally, business has enjoyed almost 
a record five months, if it has not 
reached new peaks. Profits are reported 
as considerably up in many lines, and 
few decreases are reported. It not 
the past and present that give cause for 
apprehension, but the future. Generally 
summarized, it seems probable that the 
first half year will.show thoroughly satis- 
factory results in most lines, 
mid-year turn is expected which may 
cut heavily into business totals and 
profits during the last six months of the 
year. Due to the good first half, the 
year may close on a par with last year, 
though even this is not generally ex- 
pected, the decline, if developed, prob- 
ably carrying business well below the 
mark that will average the year. 


1s 


Record Production 
Marks Steel Business 


Steel continues to be one of the 
phenomena of the year. The first quarter 
closed with record production and rec- 
ord profits, over a period of several 
years, and this is regarded as the great- 
est steel year on record, barring war 
production. The pace has continued 
through May and shows evidence of 
continuing through June. Advance 
orders have appeared to weaken a bit, 
however, so that the mid-year may see 
a check. Automobile production has 
been one of the year’s factors in record 
steel production, and this may encounter 
a check shortly. 

New Record Made in 

Automobile Production 


Automobile production has been the 
second phenomenon of the year, a new 


though a | 





| carrying the total above the 1927 


| 
| 
| 


record being reached in this business, 
largely through the combined forcing of 
General Motors and Ford plants. This 
pace now appears to be checked, and it 
is expected that June will show an ap- 
preciable decline, some automotive pro- 
ducers even pointing the way to reduced 


production the balance of the year. 
Also, wholesale sales seem to have taken 
a very large lead on retail sales, so 


that large stocks in dealers’ hands may 
develop. 

Freight loadings add the picture 
which might encourage bullish forecasts, 
for these are maintaining their increase 
over last year, especially in the column 
of factory products. Grain shipments 
are loadings are slightly up, 


to 


off, coal 
but miscellaneous loadings are consider- 
ably up. This reflects the high rate of 
factory production country-wide, which 
has combined with other factors to make 
it a financially successful half year. This 
is not a striking factor, however, as a 
gain over last year means little, that 
being the lowest year since the post-war 
depression, and present gains are not yet 
7 figure. 


Building Construction 
Shows Recession 


Suilding construction is decidedly in 
the doldrums. Decreases from last year 
persist and even gain momentum, the 
present year’s decrease to date being 
about 12 percent. Future contracts are 


| not opening up a large volume, so that 
the year will undoubtedly remain a bad 


one from this standpoint. This is the 
natural result of tight money, and until 
the credit situation is straightened out, 
no improvement can be expected. Even 
with that effected, it may take some 
time to recover, as the righting of credit 
now would appear to require a general 
business recession for a time which, of 
itself, might preclude building increases. 


Agriculturist Becoming 
Better Insurance Prospect 


There is one decidedly bullish factor 
in the market today—the agricultural 
situation. After a long and sad wait, 
the farmer appears to be at the thresh- 
old of relief—not legislative, but by the 


natural working out of economic 
processes. The wheat and possibly the 
corn farmer is the exception to this 


situation, but the farm population as a 
whole looms as a better prospect for 
life insurance this coming season, 
weather permitting. Wheat is in a bad 
way, having slumped to than $1, 
due to a huge world surplus and proba- 
bilities of continued over-production. 
Farm relief legislation is in the making, 


less 


but that relief will be somewhat of an 
empty bauble insofar at least as the 
wheat farmer is concerned. When the 


world market is flooded, man-made laws 
cannot reverse the tide of fortune. For 
this season, the wheat farmer is not in 
a bad way, as the present over-stock is 
(CONTINUED ON PAGE 22 





Mutual Benefit 
to Defend Policy 


to Be Asked 
Consider Company’s Dis- 


Commissioners to 


ability Clause 


BRIEF BEING PREPARED 


Most Difficult 
Problem in Recent Years— Con- 
sider Question Next Week 


Fresents Underwriting 


NEW YORK, May 


joint 


30.—Through the 


actuarial committee on disability 
has completed its work and forwarded 
the proposed standard for disability to 
the National 


Commissioners for its approval, the long 


Convention of Insurance 


controversy is not yet closed and a re 


newal of the discussion is imminent 


Under the final draft of the committee's 


standard, the Mutual Benefit Life would 
not be permitted to continue writing its 
new disability form, just issued. This 
will not be dropped without a fight and 
the Mutual Benefit will aggressively 


carry its case before the commissioners 


Some Change Made 


At the recent hearing on the disability 


clause, the Mutual Benefit officials 
stated that they would vigorously de- 
fend their new policy and it was then 
suggested that an appeal would be 
taken, should the report be adopted 
in the torm then under consideration 
rhe final draft showed some revisions 
ot advantage, but still prohibited the 
company’s policy on the basis of deli- 
nition of disability. That is the only 
item necessary to change and on that 
only a slight change has been asked by 
the Mutual Benefit, to give a slightly 


broader range in conformity with the 
decisions of some of the courts. 
hat appeal will be taken, was veri- 


hed at the home office of the Mutual 
Benefit this week. The officers stated 
that they are now preparing a brief 


for presentation to the National Con- 
vention of Insurance Commissioners in 
defense of the new policy and this will 
go the state officials at their 
meeting next week. The brief not 
yet ready for presentation, but it will 
be next week and THE Nationa UNper- 
WRITER will then be able to print it 


before 


1s 


Lively Discussion Expected 
This is one of the most important de- 
velopments in underwriting controversy 
in recent years and promises a lively 
discussion for some time to come. The 
importance of the disability benefit is 
widely recognized and is generally called 
the most pressing item now before un- 
derwriters. To check the great 
accruing from this clause at present, 
nearly $20,000,000 last year, drastic ac- 
tion is seen by many as essential to the 
business. The nature of the clause to be 
taken as somewhat standardized for the 
future is of paramount importance and 

(CONTINUED ON PAGE 7) 
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Need Standard 
Classifications 


Companies Vary Greatly on Prac- 
tice in Underwriting Air- 
craft Passengers 


SYKES PRESENTS SURVEY 


Medical Director Says Policy Applicants 
Who Travel by Airplane Are 
Treated Too Severely 


NEW YORK, May 30.—An interest- 
ing paper and survey on aviation and 
life insurance underwriting was _pre- 


an informal occupation rating 
conference by Dr. 
Sykes, medical director of the Connecti- 
General Life. In reporting his 
covering the 50 leaders in vol- 
United 
a great 


sented at 
here Lawrence G. 
cut on 
survey, 
ume of business in force in the 
States and Canada, 
variation in practice on the part of the 
companies in this country, and states 
that the Canadian companies are decid- 
edly in advance in that respect. 


he finds 


Must Consider More Factors 


He urged the need for at least laying 
a foundation for a common classification 
in this country. He stated that the life 
men will have to consider from a more 
comprehensive viewpoint some of the 
definite factors involved, which are be- 
ing considered by the casualty and fire 
insurance men but have apparently been 
overlooked by the life companies. These 
involve more especially the use to which 
a plane is to be put, where it is kept, 
provisions for servicing and whether it 
operated by the owner or a 
hired pilot. Continuing he said: 

“The survey discloses that there is a 
wide variation in action as to the num- 
ber of flights taken before an applicant 
is rated or declined, even in Class 3, the 
fare-paying passenger in a licensed air- 
plane operated by a licensed pilot on a 
regular passenger route between definite 
airports, 


is to be 


Too Severe on Applicants 


“It is my personal opinion that we are 
too severe on applicants applying for in- 
surance, who travel by airplane over 
definite airways. In the first place, any 
figures that have been furnished so far 
based on past flying experience under 
more unfavorable conditions than now 
exist are rather an unfair measuring rod 
of the future. Second, we are all influ- 
enced, probably unconsciously, by the 
flare headlines and publicity given to 
casualties in this industry. We do not 


consider the thousands of miles flown 
daily without accident. Third, with 
classification of the risk, considering 
some general fundamental factors, we 
would not need to penalize this whole 
group. 


“It is in the pilot group that an under- 
writing classification is most important, 
as well as an understanding of the fed- 
eral classification.. Some companies will 
take private pilots without inquiry as to 
the hours bown at the same rate as the 
transport pilot, who is the most experi- 
enced and graded highest in the federal 
classification. 

Question of Experience Vital 


“This question of experience is be- 
coming more vital every day for the rea- 
son that early in the development of 
aviation there were more trained pilots 


than there were ships available. This | 
situation has been reversed today, in 
that there are more planes available 


than there are competent pilots. Let us 
consider one aspect which has changed 
considerably during the past year. One 
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RALPH R,. LOUNSBURY 
President of Bankers National Life Fleet 


Lounsbury Elected Head 
of Bankers National Life 


JERSEY CITY, N. J., May 30. — 
Ralph R. Lounsbury has been elected 
to the presidency of the Bankers Na- 
tional Life of New Jersey, succeeding 
Richard H. Lee. Mr. Lounsbury, who 
has been executive vice-president, is 
now head of the three Allied Bankers 
National companies, located at Jersey 
City, Jacksonville, Fla., and Kansas City, 
Mo. He is one of the youngest chief 
executives in the country and has made 
a remarkable record in organization 
work, building these three companies 
from scratch to a large operating unit 
in six years, 

The Jersey City company which he 
now heads has only been in the field 18 
months and yet its total business in 
force is $20,000,000. The insurance in 
force of the three is $52,000,000. 


Prominent in Actuarial Work 


Mr. Lounsbury has only been active 
in life insurance a few years, but he 
has mastered the business in short time 
and is now recognized as one of the 
keen minds in the business. Prior to 
organizing the Bankers National group, 
he was actuary for the Nebraska insur- 
ance department. He also assisted in 
drafting the policy forms used in the 
conversion of government insurance 
after the war. He was later secretary 
and actuary of the Union Life & Acci- 
dent of Lincoln, Neb., and vice-presi- 
dent of the Union Automobile. In 1923 
he formed the ‘Colorado company and 
in 1925 the Florida company. The Jer- 
sey City company was formed in 1927. 
With all three there has been a phe- 
nomenal growth and the field organiza- 
tions have been developed and polished 
with unusual rapidity. 








. 
2,235 


year ago there were 2,235 pilots of all 
classes from private pilots up through 
the highest ranks of transport pilots. 
The percentage of students, private pi- 
lots and limited commercial pilots was 
small. At that time the majority of li- 
censed pilots was in the transport class, 
which is the highest grading. That was 
because when the licensing practice was 
established practically every pilot had 
sufficient ability. In the latest report of 
May 4, 1929, we find that there are 5,935 
civil aviators of all classes now licensed. 
In addition, there were on May 4, 14,082 
student pilots licensed to learn to fly. 
A year ago this number was insignifi- 
cant. When we stop to realize that there 
are today nearly 15,000 civilians now 





Ordinary Sales Increase 
12 Percent During April 


A period of general prosperity is 
being experienced throughout the court 
try. Life insurance is sharing the gen- 
eral increase and sales of ordinary life 
insurance increased 9 percent the first 
four months of 1929 over the same 
period in 1928. 

Sales of ordinary life insuring in April 
show a 12 percent increase over the 
same month of last year, 71 percent of 
the reporting companies showing in- 
creased sales in this month and all sec- 
tions of the country report gains of at 
least 4 percent ovér April, 1928. 

For the first four months of 1929 the 
volume of ordinary life insurance sold 
in the United States was 9 percent 
greater than sales in the same period in 
1928. Every section also gained during 
this period. 

The 12-month period ending April 30, 
1929, shows that the country has pur- 
chased 7 percent more insurance in the 
past year than in the preceding 12- 
month period. These figures are issued 
by the Life Insurance Sales Research 
Bureau. 


Massachusetts Gains 


The New England states increased 
their sales 4 percent in April over April, 
1928. The largest increase, 10 percent, 
was made in Massachusetts. 


Mutual L Life’s $250,0 000 
Club Meets in Detroit 


DETROIT, May 30.—With 368 mem- 
bers in attendance, the $250,000 Field 
Club of the Mutual Life of New York 
held its annual meeting in Detroit last 
week, spending two days discussing mu- 
tual problems and renewing acquaint- 
anceships. The sessions closed with a 
banquet and dance Friday evening. 


Seranton Agency Gets Trophy 


There are 423 agents of the company 
qualified for membership in the club, 
President D. T. Houston of the Mutual 
Life announced, who last year wrote 
$149,000,000, or a third of the company’s 
business. The average production per 
man was $353,000. Fifteen of the mem- 
bers were given gold medals signifying 


they have been members every year 
since the club’s formation 15 years ago. 
The Scranton, Pa. agency was 


awarded the agency trophy for the year. 
George K. Sargent, second vice-presi- 
dent of the Mutual Life in charge of 
agencies, presided at the meetings, which 
began Thursday morning. Mrs. Sadie 
Rosenthal of New York is president of 
the club. The visitors were welcomed 
to Detroit by A. P. Ballou of the De- 
troit agency, and several regional club 
officers were introduced. 


President Houston Speaks 


Speakers at this session were Presi- 


dent Houston and Peter’ Trancred, 
whose subject was “Conservation.” 
Thursday afternoon was devoted to 


open forum discussions and Friday to 
short extemporaneous talks by the mem- 
bers. At the banquet Neil Hamil of 
New Orleans gave a short talk of remi- 


niscence. Arrangements for the meet- 
ing were made by Robert L. Young, 
secretary of the club, who is attached 


to the home office agency department. 








holding student licenses issued by the 
Department of Commerce, which rates 
them as pupils in aviation and that this 
number is being added to at the rate of 
at least 1,000 per month, the importance 
of classification in this group is brought 
home to us. 





The middle Atlantic states pay for 
over one-third of the total new busi- 
ness sold in the country. This section 
shows an increase of 16 percent for the 
month over April, 1928. The east north 
central states shows the large monthly 
increase of 16 percent. For the first 
four months of 1929, this section leads 
the country with a 14 percent increase 
over the same months in 1928. 

The west north central states show 
a 4 percent increase over sales in April, 
1928. The greatest monthly gain in this 
section was made in Nebraska with a 14 
percent increase. 


South Atlantic States Gain 


The south Atlantic and east south 
central states gained 4 percent in April 
over April, 1928. 

The west south central section re- 
corded a monthly increase of 8 per- 
cent over April, 1928. The mountain 


states gained 14 percent in April over 
April, 1928, Utah and Arizona with 
monthly increases of 54 percent and 33 
percent respectively, show the largest 
increases of all states. 

The Pacific section shows an average 
monthly increase of 15 percent in April 
over April, 1928. For the first four 
months of 1929 this section gained 11 
percent over the same period in 1928. 


New York Life Contest 
Winners to Celebrate 


NEW YORK, May 30.—Over 50 
members of the field forces of the New 
York Life will gather at the home oi- 
fice next week for a two-day dedicatio 
ceremony. A three-month contest has 
been staged by the company for quali 
fication for the event, and 500 will qual- 
ify, 130 from greater New York. The 
ceremony will carry over two days, J une 
3 and 4, and will include a dinner at 
which awards for a record quarterly 
production will be made. 

The contest, which was held to cele- 
brate the opening of the company’s new 
home office, brought in a record tota 
of business for the first quarter, paid 
business totaling $273,841,283. 

Luncheon Meeings Scheduled 
progral 


On the first day of the 
lunches will be given at the hotels \an- 
derbilt and Pennsylvania, headquarter: 
for the winners during their stay in New 
York. The luncheon at the Pennsyl- 
vania will be presided over by Secon 
Vice-president L. Seton Lindsey, and 
that at the Vanderbilt by Third Vice 
president Charles H. Langmuir. In th 
evening a banquet for all will be give! 
at the Pennsylvania, at which talks wil 
be made by the directors and over whic! 
President Darwin P. Kingsley will pre 
side. 

Among the events scheduled for 
second day will be a visit to the |! 
| office to inspect, under personal ui 
ance of home office men, the new work- 
ing quarters of the company. 


Floyd Again Arkansas Commissioner 


Governor Parnell of Arkansas has 
appointed William E. Floyd insurance 


commissioner and state fire marshal, to 
succeed J. S. Maloney, wlio died last 
week. Mr. Floyd served as commis 


sioner from 1925 to 1927. 


Ontario Equitable Increases Capital 


The Ontario Equitable Life & Acc 
dent of Waterloo, Ont., has been author 
ized by its stockholders to increase the 
capital from 52,000 shares to 80,00! 
shares to finance the acquisition of the 





business of the Equity Life. 
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Sum at Issue Is 
Biggest Problem 


Chicago Attorney Discusses Ju- 
risdiction of Federal Courts 
in Cases 


AMOUNT IS DETERMINER 


Many Issues Arise in Life Insurance 
That Have Been Bearing on Money 
Total Involved 


Paul E. Price, insurance attorney of 
Chicago, in speaking before the Associa- 
tion of Life Insurance Counsel on “Jur- 
isdiction of the Federal Courts as Af- 
fected by Amount in Controversy,” said 
that prior to the decision of the United 
States Supreme Court in Terral vs. 
Burke Construction Company, 257 U. S. 
529, and the decision of Ramsay vs. Old 
Life, 297 592, the rul- 
the federal court on insurance 
were almost purely of academic interest, 
due to the existence and supposed 
validity of anti-removal statutes. 


Colony Illinois 


ings of 


Offered Choice of Forums 


Since the Ramsay case, recognizing 
and, in fact, requiring an insurance com- 
pany to institute proceedings to cancel 
the policy within the contestable period, 
the legal departments of insurance com- 
panies have been offered a choice of 
forums where the requisite diversity of 
citizenship and amount in controversy is 
involved. Since the Terral case insur- 
ance counsel also have had the same 
choice of forums to be exercised by re- 
moval of a case originally instituted 
against the company in a state court. 
For many reasons it may be advisable 
to litigate in the federal court. Mr. 
Price said that two questions present 
themselves with reference to seeking the 
aid of the federal court. First, does the 
prerequisite diversity of citizenship exist, 
and, second, is the requisite amount in 
controversy involved? 


Problems Involved 


He said in part: 

“Superficially it would appear that de- 
termining whether the matter in contro- 
versy exceeds, exclusive of interest and 
costs, the sum or value of $3,000 should 
not be a very difficult matter, but, as a 
matter of fact the cases are legion in 
which this has been the determining fac- 
tor. The cases in which policies of in- 
surance are involved are relatively few 
in number, because only in recent years 
have federal courts generally been avail- 
able to insurance practitioners. The 
question of jurisdictional amount in so 
lar as insurance policies are concerned 
arises or has already risen in connection 
with three types of cases, and we shall 
endeavor to state the problems arising 
lor solution in each of the types of cases 
in which the question is involved 

First Problem Is Stated 


“Problem 1: Where after the death 
insured two or more suits are 
commenced by the beneficiary in a state 
court against the same insurer on sev- 
eral policies of insurance issued by the 
insurer on the life of the insured, no 
one of which policies are in an amount 
sufficient to give jurisdiction to the fed- 
eral court, but the aggregate amoun: of 
which policies exceed, exclusive of in- 
terests and costs, the sum of $3,000, can 
these cases be removed. The answer 
to this question may or may not be af- 
d by four other factors, namely: 

Where the several policies were 

all issued pursuant to the same applica- 


ot the 








May Be President 








Chicago 
Missouri State Life, nominated for presi- 


EK. B. THURMAN, manager 


dency of Chicage Association of Life 


Underwriters. 


tion payable to the same beneficary and 
delivered at or about the same time. 

“(b) Where the several policies of 
insurance were issued in pursuance to 
the same application payable to the same 
beneficiary but were delivered at differ- 
ent times. 

“(c) Where the several policies of in- 
surance were not issued in pursuance of 
the same application and hence not de- 
livered at the same time, but were pay- 
able to the same beneficiary. 

“(d) Where policies were payable to 
different beneficiaries but situation oth- 
erwise same as in (a), (b), (c). 


Affects Installment Payments 


“Problem 2. Where a policy of insur- 
ance is payable in installments during 
either the lifetime of the insured or the 
beneficiary and suit is instituted for in- 
stallments alleged to be due, the aggre- 
gate amount of such unpaid installments 
being less than the jurisdictional amount, 
but the total installments which will ac- 
crue in the future will be greatly in 
excess of the jurisdictional amount. Is 
the amount in controversy the amount 
of the installments sued for, or the ulti- 
snate amount which will become payable 
under the policy? 

“Problem 3. Where a bill in equity is 
filed by an insurer during the lifetime 
of the insured to cancel the policy on 
the ground that it has been obtained by 
fraud, is the amount in controversy nec- 
essarily the face of the policy, or is per- 
haps a lesser sum involved because of 
the fact that the policy may never ma- 
ture into a death claim on account of 
possible lapse, surrender or other ter- 
mination during the lifetime of the in- 
sured. 

True Test Is Pointed Out 


“It would thus appear, if we have 
rightly analyzed the cases, that the true 
test is, if the result of the judgment 
conclusively, beyond peradventure, set- 
tles the controversy between the parties, 
which is actually then in dispute and 
exceeds the jurisdictional amount, and 
there is nothing contingent concerning 
what may happen in the future as a re- 
sult of the judgment, then the court 
has jurisdiction, although the suit itself 
may involve less than the jurisdictional 
amount. It must always appear, how- 
ever, that the immediate pecuniary re- 
sult of the judgment will be loss to the 
defendant, in an amount at least equal 
to the jurisdictional amount. 

“We have developed the law relating 
to the first subdivision of Problem 1 in 


(CONTINUED ON LAST PAGE) 
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“Fraternal Age” Shows 
Modern Woodmen Plight 





The “Fraternal Age” of Rochester, 
N. Y., which is the organ of the ade- 
quate rate fraternals, gives an analysis 
of the Modern Woodmen from its an- 


nual report filed with the insurance 
departments. The “Fraternal Age” says 
that 1928 was the greatest in decline for 
this big fraternal during the last de- 
cade. It calls attention to the fact that 


the Modern Woodmen last year suffered 
the greatest loss in actuarial solvency 
for any year since the war and influenza 
epidemic. 


Ratio of Solvency 


Its ratio of solvency at the end of the 
year as calculated by the “Fraternal 
Age” was 51.95 percent. The year be- 
fore it was 54.17 percent. In 1923 it was 





55.97 percent; in 1924, 55.89 percent; 
1925, 55.6 percent; in 1926, 55.26 per- 
cent. Its present liability, the ‘“Fra- 
ternal Age” calculates, is $682,236,832. 


The money that it has on hand or may 
expect to get at present rates amounts 
to $354,401,629. The computations were 
made on the M.W.A. table. 
Membership Age Increases 

The “Fraternal Age” states that the 
membership is rapidly moving into the 
higher ages. Total disbursements last 
year amounted to $29,326,016 and the 
income $28,372,571, making a j 
$953,445. The actual to expected mor- 
tality last year was 99.59 percent. In 


loss of 


1924 it was 92.69; in 1925, 93.21; in 
1926, 97.19 and in 1927, 97.02. The 
“Fraternal Age” states that the assets 


available for the payment of death losses 


See Long Fight to Stop 
Old Colony Liquidation 


Those interested in the attempt of the 
Illinois department to liquidate the Old 
Colony Life see a long fight ahead in the 
case. In Judge Harry Fisher's court, 
attorneys for the company were granted 
$10,000 with which to finance their ef- 
fort to defeat the state’s petition, after 
having asked for $25,000 for the purpose. 
Attorneys for the company pointed out 
in court that the state has spent more 
than $21,500 in the case already, and 
that the company will have to pay this 
out of the $250,000 in cash the defense 
says the company has in the bank. The 
attorneys are disputing before a master 
in chancery the state’s valuation of the 
company’s assets, and pointed out in 
Judge Fisher’s court that the company 
should be permitted to spend some of 
its own money to prove that it is solvent. 
Judge Fisher indicated that the $10,000 


allowance will be increased later if an 
increase is necessary. 
The Old Colony Life has retained 


Floridians to appraise its Florida land 
and building holdings, and it is expected 
that the company’s valuations of this 


property and its home office building 
in Chicago, which is rated as worth 
about $3,800,000, will be sustained in 
court. Hearings before the master in 
chancery in Chicago will be resumed 
June 3. 

National Life Shares in Court 


Control of a large part of the stock of 
the National Life of Canada is still be- 
fore the courts. A previous judgment, 
directing that the National Trust Com- 
pany be no longer guided by the advice 
of Alex H. Beaton as regards the Na- 
tional Life stock in the estate of the 
late Elias Rogers, who was president of 
the latter company, is being appealed 
by Mr. Beaton and Mary Beaton. The 
late Mr. Rogers, on his death in 1920, 
owned 3,100 out of 10,000 issued shares. 





| the 


| $87,729,000. 





are $46,671,453, a decrease of $926,458 
The total benefit membership was 
1,113,225, a decrease of 7,872. Death 
claims last year amounted to $25,206,000, 
an increase of $1,709,000. The benefit 
certificates that lapsed last year were 
77,470. The “Fraternal Age” states that 
the subject of lapsing members is a 
serious one for the Modern Woodmen 
because the people going out are largely 
of the younger ages. The preponder- 
ance of death claims is paid on mem- 
bers at age 60 or over. Members taking 


the 70 year settlement plan in 1928 
numbered 2,510, an increase of 370, 
The amount for which these were sur- 
rendered last vear was $1,621,561, an 


increase of $313,010. 
Has Many Old Members 


In 1928, 64 percent of the members 
who died were 60 years old or over. 
The “Fraternal Age” states that the 


Woodmen have 
members at 70 


Modern 
induce 


officers of the 
endeavored to 


| and over to take the reduced settlement 


It thinks that this is a dangerous prop- 
osition for the reason that each cer- 
tificate of a member above age 69 is 
a matured endowment for the amount he 
has paid into the mortality fund. At 
beginning of this year there were 
45,524 such members. If they decided 


| to take their settlements at the average 


rate of settlement last year, the Modern 
Woodmen would be called to pay $29,- 
410,325. If they continue as members 
until death the beneficiaries will recéive 

7 The “Fraternal Age” 
that these members will not lapse. 


says 


Fidelity Mutual Life Now 
Has 400 Million in Force 


Che Fidelity Mutual has passed its 


$400,000,000 mark of insurance in force 
While it took 23 years for it to reach 
its first $100,000,000 and 17 vears to 


reach its second, the last $100,000,000 
was added in but a few days more than 
four years. Notice of this important 
event was broadcast to its field by an 
attractive mailing card showing four 
speedometers side by side, each larger 
than the preceding one. The speed dial 
showed the month and day, the mileage 
dials showed the $400,000,000, while the 
trip dials showed the year. The 
pany was fifty years old Dec. 2, 


com- 
1928. 





Name Toronto Committees 
for Commissioners’ Meet 





TORONTO, CAN. May _ 30. 
Preparations are being made for the 
entertainment of the Insurance Com- 
missioners of the United States when 
they hold their annual meeting here 
Sept. 17-19. The following general com- 
mittee has charge of arrangements: T. 
G. McConkey (Canada Life), C. S. Mac- 
donald (Confederation Life), and J. A. 
Tory (Sun Life), representing the 
Canadian Life Insurance Officers Asso- 
ciation; R. Leighton Foster, Superin- 
tendent of Insurance for Ontario; V. 
Evan Gray, counsel, Canadian Casualty 
Underwriters’ Association; Lyman Root 
(Sun Insurance Office) representing 
Canadian Fire Underwriters’ Associa- 
tion; and C. A. Withers (Dominion of 
Canada Guarantee and Accident Insur- 
ance Company), representing various 
accident insurance companies. 


Made Educational Supervisor 


G. J. Kotzenmeyer, formerly a field 
man, has been appointed educational su 
pervisor by the Confederation Life of 


Canada. 
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F ohd Casualty Soon to 
Open Life Department 





COMPANY PLANS TO EXPAND 





Has Had Successful Career in Writing 
Health and Acident Insurance 
for Many Years 





DETROIT, May 30.—President V. 
D. Cliff of the Federal Casualty states 
that following its decision to enter the 


life insurance field as well as continue | 


its accident and health department, it 
is expected that within 90 days it will 


have its life insurance department or- | 
ganized so that it can start writing busi- | 


ness. The name of the company will 
not be changed at present. 

Entering the new field has been un- 
dertaken in response to a continued and 
increasing demand for such a change 
from its agency force, Mr. Cliff 
clared, and from the feeling that such 
a move would serve to knit more closely 


de- | 


THE 











the bonds between the agencies and the 
company. 

“It has seemed to us that the average 
casualty agent spends up to half his 
time writing life insurance,” Mr. Cliff 
declared. “And we realize he has calls 
for life insurance from his casualty 
clients that he must fill. The trend of 
the agencies today is toward building 
up a well rounded business of all forms 
of insurance. Their clients look to them 
to take care of all their business in- 
stead of one particular line. It is true 
that for a great many years the life 
branch has been a separately conducted 
part of the business, but this distinction 
is melting away, we believe, and today 
|no agent spends all his time writing 
| purely casualty lines.” 

New Policies Submitted 





The first draft of the new policies 
has been submitted to its home insur- 
ance department and upon approval 
steps will be taken to meet the require- 
ments of the other state departments. 
| The Federal contemplates writing regu- 
lar life policies and will have a monthly 
payment plan. 

The Federal Casualty has a capital of 
| $350,000 and surplus of $200,000, with 


NATIONAL 





UNDERWRITER 


total assets of $701,185. Of this $522,- 
470 is in the form of bonds, mortgages 
and investments and $160,000 in real 
estate. It was organized in 1906 under 
the present management, and has built 
up a large volume of casualty business, 
including health and accident. 





Metropolitan Has Canadian Meeting 


The fifth annual Canadian convention 
of the Metropolitan Life brought to- 
gether at the Canadian head office at 
Ottawa all of the managers and some of 
the leading agents of the Canadian ter- 
ritory. H. E. North, third vice-president 
in charge of the Canadian head office, 
presided. Robert Lynn Cox, newly 
elected vice-president, represented the 
home office at the convention and deliv- 
ered an address. Dr. A. O. Jimenis, also 
of the home office, was among the dele- 
gates. 


Appointment Made Permanent 


M. L. Ballinger has been appointed 
secretary of western agencies for the 
Sun Life of Canada, which position he 
has filled in an acting capacity for some 





months. 








A SUCCESSFUL RECORD 


ROM its inception the In- 

dianapolis Life has been a 

Purely Mutual Company, op- 
erated for the use and benefit of 
its Policyholders. There are no 
Stockholders. It can not be 
bought, traded or sold. During 
the twenty-three years of its life, 
the Company has been progres- 
sive and prosperous. It has kept 
the faith with its Policyholders 
and agents. It has lived up to 
its promises. It has furnished 
insurance at a very low net cost. 
Its dividend record is unexcelled. 
It has the confidence and respect 
of its competitors and the general 
public. It is still guided by the 
Officers who started the Com- 
pany twenty-three years ago. It 
has a loyal and faithful agency 
organization, and it is perma- 
nently established in its own 
home office building. 


In the future as in the past, the 
Company will keep within the 
lines of safe underwriting. It 
will indulge in no doubtful ex- 
periments. It will endeavor to 
keep quality, service and safety 
above mere size. 


1927 


$325,000.00 
1,281,909.93 
2, 158,315. 62 
2,344,449.12 
3, 037, 135. 59 


3,760,337.71 


4,451,264.48 
5, 
7,011,554.27 
8,655,788.49 


10,231,921.21 
12,021,820.06 
13,665,053.54 


15,532,346.26 

20,456,374.44 
27,006,018.90 
31,275,345.88 
35,236,427.74 


40,882,131.98 
46,628,369.17 
54,432,038.01 


 64,065,397.61 
75,257,687.64 


756,690. 86 


1928 86,02 7,488.39 


1929 9 


TO JUNE 


s. ¥ 


MATTHEWS & SON, Mgrs. 
Dallas 


MAX KISSICK, Field Supervisor, 


allas 


Openings for Managers for Leading cities in West and Southern Texas. 
Agents contracts to desirable men for as much territory as they can profitably handle. 


TEX A §S 


H. M. MARKS, JR., Mgr., 
Fort Worth 


0,000,000.00 


H. B. VEAZEY, Mer. San Antonio 
E. T. RUSSELL, Mgr. San Antonio 


G. T. MILLER, Mgr. 


Houston 


For District or Local Agencies apply to any of the above or to Home Office 


We give direct Managers or General 


Here is an opportunity for 


men who wish to build a general agency with a successful, growing Mutual Company. 
Agency openings in Indiana, Illinois, Michigan, Ohio, Texas, lowa, Minnesota, 


Florida and California. 


For Managerships Apply to Frank P. Manly, President 


INDIANAPOLIS, INDIANA 


Indianapolis Life Insurance Company 
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Statutory Uniformity Is 
Insurance Investment Need 





IMPROVEMENTS ARE REQUIRED 





Charles B. Bradley, Prudential Solicitor, 
Speaks at Meeting of Life 
Insurance Counsel 





After he had made an _ exhaustive 
study of statutory regulation of life in- 
surance investments, Charles B. Bradley, 
general solicitor of the Prudential, pre- 
sented a paper on the subject at the May 
25 meeting of the Association of Life 
Insurance Counsel. The conclusions he 
reached were: 

“Restrictions on the business conduct 
of the management of life insurance 
companies, on the method of making in- 
vestments, and on the quantum of any 
one authorized investment or class of in- 
vestments, are generally wise and whole- 
some and should be continued. 


Laws Lack Uniformity 


“Existing legislation prescribing the 
classes of permissible investments lack 
uniformity in the several states and in 
many cases tends unduly to restrict the 
management in the formulation of a wise 
investment policy suited to the condi- 
tions of the times and to the particular 
requirements of the several companies. 
In such cases revision is desirable to 
the end that the field of authorized in- 
vestments may be broadened to meet 
these conditions and requirements. 

“Lack of uniformity, resulting in con- 
flicts of laws, in itself presents a serious 
obstacle to the proper performance of 
the investment functions of life in- 
surance. 

Uniformity Principal Lack 


“Revision of the more restrictive stat- 
utes will not provide a complete remedy 
for the mischiefs that now vex and 
hamper the companies in their pursuit 
of investments fitted to their needs. Uni- 
form revision of all the state laws is 
the course that will best promote the due 
performance of the functions of life in- 
surance investments. The problem, then, 
is to frame a statutory regulation that 
will reconcile divergent views of public 
policy and of business expediency in a 
form that will command the support of 
each of the several states. The actual 
enactment of uniform legislation in other 
fields of finance justifies the hope of suc- 
cess for such a project. 

Difficulties Not Insuperable 


“This subject is worthy of considera- 
tion by the commission on uniform leg- 
islation of the American Bar Associa- 
tion, as well as by the National Conven- 
tion of Insurance Commissioners and 
by the several other bodies that func- 
tion in the interest of the practical as 
well as the legal aspects of life insur- 
ance. The difficulties of preparing such 
a uniform statute would be great, but 
they are not insuperable. It is not the 
purpose of this discussion to suggest the 
particular prescriptions or prohibitions 
that should be included in such a stat- 
ute. The immediate purpose and hope 
is to demonstrate that business expe- 
diency and public policy demand not 
only revision but uniform revision.” 


Building & Loan Life Writing 


The Building & Loan Life of Wheel- 
ing, W. Va., is getting in touch with 
building and loan associations, present- 
ing its plan of insurance. The life com- 
pany has no agents but conducts its 
business by mail. It reaches secretaries 
of building and loan associations, get- 
ting names of prospects from them. The 
plan of the Building & Loan Life is to 
sell insurance to borrowers from build- 
ing and loan associations. It will issue 
a diminishing term contract. The max!- 
mum policy is $5,000. 
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Cc. A. Woods Addresses Life 

Underwriters’ Association 
PENNSYLVANIA BODY MEETS 
Delegates Were Addressed by Tressler 


W. Callihan of the John Han- 
cock Mutual Life 


The Pennsylvania State Association 
Life Underwriters held its semi- 
annual meeting in Pittsburgh, Friday. 


The delegates were guests of the Pitts- 
burgh association at a luncheon meeting 
which was addressed by Tressler W. 
Callihan, director of the sales research 
bureau of the John Hancock Mutual, on 
‘Selling of Life Insurance.” 

This is the first time that the state 
association has held a meeting outside 
of Harrisburg and is the beginning of a 
new policy of holding its meetings in 
yarious sections in order that the local 
associations may become better ac- 
quainted with the numerous activities of 
the state body. The officers of the state 
association are: President, F. W. Ries, 
Jr, Pittsburgh association; secretary- 
treasurer, E. H. Schaeffer, Harrisburg; 
vice-presidents, James M. Blake, Phila- 
delphia; E. H. Espenshade, Harrisburg; 
Franck C. Pierson, Pittsburgh; Herbert 
L. Smith, Harrisburg. 

After preliminary business the morn- 
ng session was addressed by Charles 
\. Woods, vice-president and general 
ounsel of the Edward A. Woods Com- 
pany, on the legislative activities and 
legal services which could be rendered 
y the state association. Mr. Woods 
outlined the services of an established 
legal department of the state associa- 
tion, whose duties would be to propose, 
ntroduce and steer through the legisla- 
ture bills which would be beneficial to 
iie insurance, and also to keep in touch 
with the legislative activities in the state 
n order to prevent menacing legislature 
irom becoming a law. This department, 
said Mr. Woods, could also keep the 
local life underwriters’ association in- 
iormed on questions of insurance law 
and would be the body to plead the 
‘ase of life insurance interests before 
the insurance department. Mr. Woods 
was connected for a number of years 
with his brother, the late Edward A. 
Woods. 

Herbert L. Smith, chairman of the 
legislative committee, outlined its activ- 
tives at the recent session of the legis- 
lature. 

M. Albert Linton, vice-president, and 
Franklin C. Morss, manager of agencies 
f the Provident Mutual, were guests. 
William M. Duff, chairman of the com- 
mittee on the Edward A. Woods Foun- 
dation, outlined in brief the plans for 
raising the endowment fund for the 
American College of Life Underwriters. 

In the course of Mr. Callihan’s ad- 
dress he pointed out the fact that it is 
the desire of every man to be a financial 
success and that this was only possible 
through the practicing of thrift. 


Equitable L. & C. Sold 


LOUISVILLE, KY., May 29.—The con- 
trolling interest in the Equitable Life & 


Casualty has been bought by Louis H. 
Hardin, capitalist and retired broker, 
and Frank B. McAuliffe of Louisville; 


Ellis of Buechel, E. S. Bowne, 
President of the Bank of Cloverport, and 


others 





J. W. Bain, president of the Equitable, 
turned over enough stock to give con- 
rolling interest to the new group. The 
mpany moved its headquarters from 
Chicago to Louisville in January after 


t had purchased the Todd building and 


renamed it the Equitable Life & Cas- 
ialty building. 
J. E. Dunn of Louisville denied that 


controlling interest in the Equitable 
“lle & Casualty had been sold. He said 
Mr. Bain had 23,000 shares of stock, on 
Which he had given the men named an 
‘Puen, but that of more than 500,000 
“hare it was a block that controlled 
S8t small voting power. 


Chosen a Director 





JAMES A. FULTON 


James A. Fulton, agency vice-presi- 
dent of the Home Life of New York, 
has been elected a director of that com- 
pany. Mr. Fulton has been connected 
with the Home Life since March 2, 1927, 
when he was appointed superintendent 
of agents. He was elected agency vice- 
president in May, 1928. 





F. A. Wallis Decides Not 
to Go With Union Central 


It was recently announced that Fred- 
erick A. Wallis had been appointed 
Kentucky state manager of the Union 
Central Life. Mr. Wallis for many years 
was New York city manager of the Fi- 
delity Mutual Life. He was prominent 
in public affairs, having been commis- 
sioner of immigration and deputy police 
commissioner of New York City. He 
retired from life insurance and his other 
activities, going to Lexington, Ky., 
where he owns property. Mr. Wallis 
now decides that he will not undertake 
the work for the Union Central Life and 
his contract therefore is cancelled. 


MUTUAL BENEFIT TO DEFEND 
ITS DISABILITY CLAUSE 
(CONTINUED FROM PAGE 3) 


thus the entire discussion of this pro- 
posed schedule is vital. The Mutual 
3enefit policy, revolutionary in form 
and accepted by several as the greatest 
forward step in disability underwriting, 
thus becomes more than a company 
issue, but rather a basic underwriting 
problem. 

Consideration of the proposed dis- 
ability schedule may not be put on the 
agenda of the commissioner’s conven- 
tion next week, but may go over to 
the fall meeting, that greater time may 
be given to the study of all factors. It 
is now known, however, that the mat- 
ter is not closed and the Mutual Benefit 
will fight vigorously for its new form. 


Judea Life to Increase Capital 

The Judea Life will increase its cap- 
ital to $1,000,000. It will hold its first 
convention at Long Branch, N. J., June 
7-9. Francis R. Stoddard, general coun- 
sel of the Judea Life and former super- 
intendent of insurance of New York, 
and Prof. S. B. Ackerman will be among 
the speakers. 


Eureka-Maryland Shows Gain 


The Eureka-Maryland Assurance made 
a splendid showing for April. The paid- 
for business was 61.5 percent ahead of 
the paid-for business in April of last 
year. For the first four months of this 





year it is 58 percent ahead of the corre- 
sponding period of 1928. 
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NYLIC INCENTIVES and AIDS TO SUCCESS 











Nylic Public Service 


Life Insurance is “public service.” 


& 


It helps individuals to save and insures 
their life values against loss by death or by 
total and permanent disability. 


& 


In order to earn interest on the policy- 
holders’ savings, it loans money to home- 
owners, to railroads, to owners of city 
buildings, to public utility companies, to 
the United States government, and to 
states, counties and municipalities. 


Probably no other institution serves our 
people singly and collectively, both as 
private individuals and as citizens, in so 
many vital ways. 


A company’s usefulness to the community 
is, therefore, largely measured by the num- 
ber of people protected, the amount of in- 
surance in force and the amount of its 
invested assets. 





As of January 1, 1929, the New York 
Life had about 2 Million policy- 
holders Insured for over 
634, Billions. 






Its Assets amounted to over 


11% Billion Dollars 





New Home Office Build- 
ing on the site of the 
famous old Madisoe 
Square Garden 


NEW YORK LIFE INSURANCE COMPANY 
51 MADISON AVENUE, MADISON SQUARE 
NEW YORK, N, Y. 
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WHY 


If you could have a heart to heart talk 
with your prospects each month on 
the basic reasons why a man insures, 
you would increase your business 
amazingly. 

The BIG reason a man insures is 
PROTECTION — his wife — his 
daughter—his son—they are the basic 
reasons why a man insures — AND 
THEY WILL ALWAYS CON- 
TINUE TO BE. 


Now here are the brass tacks of. it. 
Your real appeal is a delicate propo- 
sition. It is not easy to talk intimately 
with a prospect about his family. In 
the first place your concern for the 
protection of HIS family emanates 
from a selfish motive AND YOUR 
PROSPECT KNOWS it. Then there 
is the danger of apparently over- 
working the appeal—no man cares to 
hear you or anyone talk to him very 
often about Protection — Possibility 
of Death—LOVED ONES. Yet ina 
majority of cases the man is under- 
insured and needs just such thought 
stimulation in order that he ade- 
quately appreciate his need for 
greater protection. 





He Insures— 
The Brass Tacks of It @ 


That is where the Estate-O-Graph 
comes in—each month it calls upon 
your prospects—it eases its way in— 
and tactfully brings out how life in- 
surance can aid in PROTECTING his 
family. 


The Estate-O-Graph is an eight-page 
rotogravure PIC T U RE magazine 
published for insurance men by the 
National Underwriter. That it is an- 
swering a long felt need the circula- 
tion figures of over 150,000 per month 
are ample proof. 


Now what is it that has made the 
Estate-O-Graph so successful? First, 
it emphasizes the basic life insurance 
appeals; Second, it uses PICTURES, 
the most powerful of all known ways 
of presenting a story; Third, it carries 
only the name of the insurance man 
who uses it. No insurance company 
or publisher’s name appears on it. To 
the prospect, the Estate-O-Graph is 
the agent’s own-publication. 

The whole story of the Estate-O- 
Graph is told in an interesting 24-page 
fully illustrated booklet which will be 
gladly sent insurance men upon re- 
quest—use the coupon please. 











~ 


QNQAYU PR WN 


What It Does 


Sells Life Insurance. 
Paves the Way for an Interview. 


Reminds the Prospect of your 
visit. 

Puts Life Insurance in a NEW 
Light. 

Visualizes Life Insurance through 
Pictures and Designs. 


Serves as a Soliciting Document. 


Influences Wife of Prospect. 


Makes the Round of Your Pros- 
pects Every Month. r 








a er ee 


The National Underwriter, 
Insurance Exchange, 
Chicago, Illinois. 

With the understanding that there is absoluteiy 
no obligation in making this request, please send 
me a sample copy of THE ESTATE-O-GRAPH 
and a copy of the 24-page booklet about this pic- 
ture magazine. 
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Northwestern Mutual Life 
Agents’ Program Completed 


SALES CLINIC PLANNED 
gents Divided into Conferring Groups 


According to Length of Service— 
Expect 850 





MILWAUKEE, WIS., May 30.— 
Perfected Preparation” is the theme 
which has been announced for the pro- 
gam for the second day of the annual 





meeting of the Association of Agents 
he Northwestern Mutual Life in Mil- 
vaukee July 24. The first day of the 
srogram will be devoted to the meet- 
ngs of various subdivisions of the asso- 
ciation. 
sales clinic will occupy the entire 
orning program, opening with a 
sresentation of preparation, “The Busi- 
sess Of Selling” given by Prof. Alvin 
¢ Busse and Elmer E. Nyberg of New 
York University, a dramatized address. 


Oates Gives Summary 













The selling approach will then be 
taken up in detail by R. S. Goldsbury, 
asisted by Horace Foster, Jr., and 


Erroll Ripley of Pittsburgh. F. R. Olsen 
i Minneapolis and Hugh C. White, will 
conclude the sales clinic program with a 
resentation of the proper organization 
f time. The summary of the session 
“ill be given by J. F. Oates, Chicago. 
One of the chief innovations in this 
vear’s program is the running of three 
concurrent meetings during the after- 
noon session. The conference for agents 
who have been with the company for 
ess than three years will be held under 
U. H. Poindexter and Russell P. Thier- 
assistant superintendents of 
agencies. Speakers for the conference 
will be announced later, and they will 
take up the subjects, “How to Build a 
Master File”, “Prospectus and Educa- 
tional Course,” “Can A Young Agent 
Greularize?”, “Prepared Canvass,” and 
The Importance of Habits — What 
Activity Records to Keep.” 


Frank Is Dinner Speaker 


bach, 


. Hughes, assistant superintendent 

pp encies, will lead the conference for 

agents who have been with the com- 
pany for three years and more. The 
ubjects of this meeting will be “Chang- 

ing Prospects to Policyholders Through 
Programming,” “Directing Sales Effort 
in Proper Channels, and Proper Em- 
phasis Upon New Lives,” “Consecutive 


Weekly Production,” and “My Estate- 
ment.” 
W. Ray Chapman, assistant superin- 


tendent of agencies will be chairman of 
the meeting for agents on business in- 


surance. This conference will take up 
Types of Business Organizations,” 
“Needs for Business Insurance,” “Busi- 


ness Insurance Prospects.” “Sales Tech- 
nique,” and “Collateral Agreements.” 
The dinner will be held with about 850 
men in attendance. Dr. Glenn Frank, 
president of the University of Wiscon- 
‘in, will be the speaker. 


Bethea With Penn Mutual 


The Penn Mutual, augmenting and 
Strengthening its staff of home office 
men who do organizing work in the 
held, has appointed Osborne Bethea a 
ome office representative. For the 
Present he will work on special assign- 


ments. He is a graduate of Davidson 
College and entered life insurance by 
Way of the Aetna Life. He was its 


tome office group representative from 
823 to 1927 at Atlanta, Baltimore and 

olumbia, S. C., and in 1927-28 he was 
assistant general agent at Baltimore. In 
28 he took the full life insurance 
“ourse at New York University. He 
‘nen became branch manager of the 
Pilot Life in Charlotte, N. C. He will 
Work with general agents in their adop- 
ton of the company’s recruiting, training 
and supervising plans. 





Illinois F iene: Has 
Appointed Its Committees 


LARGE GROUPS ESTABLISHED 


One Will Handle Organization’s Affairs 
in Chicago Area and One in 
Downstate Area 


Committees that will conduct one of 
the most active membership drives ever 
staged by the Insurance Federation of 
Illinois have just been appointed by 
President John C. Lanphier, Jr. A 
Chicago committee which will operate 
in that area is composed of L. J. Kempf, 
Travelers; H. C. McNamer, Union Cen- 
tral Life; Lyman M. Drake, Critchell, 
Miller, Whitney & Barbour; Norris H. 
Bokum, Massachusetts Mutual Life; 
W. O. Schilling, United States Fidelity 
& Guaranty; George D. Webb, Conk- 
ling, Price & Webb; Chas. H. Burras, 
Joyce & Co.; Joseph E. Callender, 
Ocean Accident & Guarantee, and 
Frank M. Chandler, Employers Liabil- 
ity. 

‘ Lanphier Heads Committce 

The downstate committee is headed 
by President Lanphier of Springfield. 
The other members are: R. W. Troxell, 
Springfield; L. A. Howes, Peoria; Les- 
lie E. Shallberg, Moline; N. C. McLean, 
East St. Louis; William E. Hodnett, 
Lincoln; Charles E. Gorham, Rockford; 
Emmet C. May, Peoria, and J. Y. Ham- 
lin, Champaign. 

To cover the state properly the sena- 
torial district divisions’ have been 
mapped out and all prospective mem- 
bers in those districts card indexed to 
facilitate the work of the committees. 
Every member is being enlisted in this 
drive, which will be supervised from 
state headquarters of the federation in 
Chicago under direction of Secretary 
E. M. Ackerman. Meetings of the 
membership committees will be held at 
an early date to give final approval to 
the campaign plans, and set the ma- 
chinery in motion. 

Is Constructive force 


The federation is demonstrating that 
it is a constructive force in the insur- 
ance business in Illinois. The pro- 
gressive program of activity recently 
outlined by its board of directors en- 
compassing educational, legislative and 
public relations factors is indicative of 
the significance attached to the influence 
of the federation by its sponsors, all 
prominent leaders in all branches of the 
business in IlIlinois. 

In accordance with the educational 
plans of the organization for coopera- 
tion with institutions of learning in 
Illinois for the introduction of insur- 
ance study and lectures, President Lan- 
phier has appointed Frank M. Chandler, 
assistant manager of the Employers 
Liability group in Chicago, chairman of 
the educational activities committee. 
Mr. Chandler has had some experience 
in this work through lecturing on the 
casualty business. He will select his 
own committee. 


Kempf 
aes 


J. Kempf, casualty manager for 
the Travelers in Chicago, has been ap- 
pointed 


Heads Auditinz tiroup 


chairman of the auditing and 
finance committee. He will be assisted 
by Mir. Chandler and Mr. McNamer. 


Cavanaugh Gives Talk 


L. D. Cavanaugh, vice-president of 
the Federal Life, spoke before the Chi- 
cago Actuarial Club Tuesday evening on 
“Some problems in connection with the 
pro-rating of accident and health claims 
and disability claims in life policies on ac- 
count of over-insurance.” The club has 
been recently organized with G. W.Myers 
of the Continental Assurance as presi- 
dent; W. O. Morris of the North Amer- 
ican Life, vice-president, and A. R. 
Thompson, actuary and assistant secre- 
tary of the Federal Life, secretary and 
treasurer. There are about 25 members. 
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At beautiful Biloxi, on the Gulf Coast of Mississippi, 


miles of bridle paths greet those who enjoy horseback 
riding. The shady paths, bordered with weaving palms, 
wind about among the live oaks, magnolias and shrubs, 


with no automobile traffic. 


What more could man want 


to furnish relaxation, exercise, or mental relief from long 
months of business pressure? 


The trip to Biloxi in January will be a memorable 


and gala one for American Central fieldmen who dis- 
tinguish themselves by attaining membership in the 
Company’s Field Club—an organization composed ex- 
clusively of the American Central’s best producers. 


CEZDONS 


Just one of the many reasons why American Central 


representatives are happy and successful. 
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you need not look farther. The Shenandoah 


Life off 


Write Charles E. Ward, agency manager. 


R. H. ANGELL 
President 


SHENANDOAH 


~ LIFE INSURANCE COMPANY 


you want to fepresent 
a company offering... 


quick service 

fair dealing 

personal attention 
active help 

home office cooperation 
attractive policies 
practical suggestions 


ers all these attractive features. 


W. L. ANDREWS 
Sec’y-Treas. 


E. LEE TRINKLE 
Vice-Pres. 


ROANOKE, VIRGINIA 




















Atte 


We 


Agents. We want local agents 
in every city in which we are 


not 


commissions to agents are lib- 
eral and our policies salable. 
Open territory in Illinois, In- 
diana, Iowa, Kentucky, Mis- 
souri and Kansas. Our growth 


has 


.Ninety Millions in force. For 
further 
giving reference. 


Address A. F. SEELIG, Agency Manager 


Cuicaco NATIONAL LIFE 
INSURANCE COMPANY 


1400 


Chicago, Illinois 


ntion! 


want a few good General 


now represented. Our 


been extraordinary. Over 


information write, 


West Washington Blvd. 




















Talks on Parol 


Contracts 


in Life Insurance Cases 





Jelks H. Cabaniss of Birmingham, 
Ala., general counsel for the Protective 
Life, in speaking before the Association 
of Life Insurance Counsel on “Parol 
Contracts of Life Insurance Gen- 
eral,” said in part: 

“In view of the many safeguards of 
which the majority of companies have 
availed themselves, including specific 
provisions in the application blanks lim- 
iting the authority of agents and ex- 
pressly providing that no risk is assumed 
by the company until the delivery of the 
policy during the lifetime and good 
health of the applicant, it is very diffi- 
cult to establish a valid parol contract 
which would bind a life company. As 
a result of the examination of the cases 
reviewed, the writer has reached the con- 
clusion that there are circumstances un- 


in 


der which a parol contract might be 
established. 
Classes of Cases Listed 
“The classes of cases to which this 


remark may perhaps accurately apply 
are as follows: 

“1. Those cases where the agent is 
himself authorized to write and deliver 
the policy of insurance without the ne- 
cessity for the transmittal of an applica- 
tion to the home office of the company 
for its approval. It is perhaps true that 
there are but few instances where such 
broad power is vested in the agent. But 





the writer knows of at least two com-| 
panies, who, through arrangements with | 
banks, permit employes of such banks | 


to issue and deliver to borrowers from 
such banks policies of insurance for 
amounts ranging from $500 to $1,000, 


the proceeds of the policies, of course, | 


being payable to the bank in liquidation 


of the borrower’s loan in the event of | 


the death of the borrower before the 
liquidation of such loan. Im such a case 
it is clear that in the absence of stat- 
utory or charter restrictions the agent 


can bind his principal by a parol 
tract. 

“2. While not strictly life insuran 
contracts, it would seem to the writer 
that the policies issued by railway agent: 
on behalf of an insurance company coy- 
ering accidental injuries and death 
dent to rail journeys likewise offer a fie 
for the imposition of liability upon tl 
company by virtue of parol contract: 
the railway agent being, for the purpos 
of the issuance of the policy and the col. 
lection of the premium, the agent of t 
insurance company. It might wel 
held that such an agent could bind ¢ 
insurance company by a parol contra 
which might be held to be within 
apparent scope of his authority. 

“3. Still a third class of cases, ar 
the class which perhaps presents 
greatest danger to the ordinary life com. 
pany, results from what the writer ha: 
been informed is a rather common prac- 
tice of some companies, namely, th 
issuance and forwarding to the 
the policy before final approval of tl 
application, with instructions to t! 
agent that the policy is not to be deliv- 
ered except upon telegraphic advices t 
that effect. Of course, it manifest 
that actual manual delivery of the po! 
icy by the agent under such circum. 


agen: 


is 


stances is sufficient to bind the compan 


Company Might Be Bound 


“Furthermore, under the reasoning 
some of the cases which have be 
herein reviewed, it would seem to 
true that oral evidence to the effect that 
the agent had notified the applican: 
that he held the policy ready for de- 
livery with testimony that the applicant 
thereupon asked the agent to hold the 


policy for the applicant pending a con-j 


venient time for the applicant to ca 
for it would be sufficient evidence of con- 
structive delivery to bind the compan 
to the same extent and as 
though actual delivery had been made 














Disability Prorating Is 
A. & H. Conference Topic 


The program committee of the Health 
& Accident Underwriters Conference 
has added another round table discussion 
to the program for Wednesday after- 
noon, June 5, on “Some problems in 
connection with the prorating of acci- 


dent and health claims and disability 
claims in life policies on account of 
over-insurance.” It will be introduced 


by a paper prepared by L. D. Cavanaugh, 
vice-president and actuary of the Fed- 
eral Life. 


Topic Vitally Important 


This topic is of absorbing interest at 
the present time to life as well as acci- 
dent companies and, in view of the fact 
that the American Institute of Actuaries 
starts its spring meeting at the Edge- 
water Beach hotel in Chicago on June 6, 
invitations have been extended to all of 
the members of that organization to 
come a day earlier and take part in this 


discussion. A very large number of 
favorable responses has already been 
received, which insures that the matter 


will be taken up thoroughly, from the 
standpoint of the life companies as well 
as that of the health and accident men. 


Proper Replaces Barnes 


Frank L. Barnes, vice-president of the 
Sentinel Life, who was scheduled to 
lead the round table discussion on “Are 
the present rates for accidental death 
losses adequate?” will be unable to take 


part in the program, and that topic will | junior executives were present. 


be introduced by Frank P. Proper, as- 
sistant secretary of the Employers Re- 
insurance. 





Midwest Life of Lincoln 


Has Record Agency Meet, 





LINCOLN, NEB., May 30.—The 
Midwest Life had the largest agenc 
meeting in its history here. At its 
close President W. W. Putney ex 
pressed the belief that it was also the 
best in point of interest and in visible 
results attained. It was largely a scho 
of instruction in the new accident and 
life policies that the company is putting 
on the market. They were presented 
by President Putney, Secretary Newlo 
and E. C. Hodder, claim agent. 

Special addresses were made Dr 
Medical Director Rowe on cooperatio! 
between this department with agents 
Director E. L. Smith on modern idea: 
of salesmanship as developed in reta 
merchandising, and J. W. Kinsinget 
general counsel, on the intricacies ané 
advantages of partnership  insuranc 
President Putney presented the proble! 
of competition with the thrift associa 
tions, which in Nebraska are using te 
slight insurance feature of their col 
tracts as a sales argument. Life ! 
surance men _ contend that depart 


| mental action is needed, so that the pu» 


lic may better understand what 


buying. 


Graduates 59th Training Class 


The Phoenix Mutual Life graduate 
its 59th training class in life insuran 
counselorship with a dinner at Hartroré 
at which several company — and 
rthur 
M. Barnette of Pittsburgh, president © 
the class, and George A. Magill of Bos 
ton, class secretary, spoke at the dinner 
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Four Reasons for Buying 


Life Insurance Outlined 





OLIVER THURMAN GIVES TALK 





Minneapolis Underwriters Told that 
Four Classifications Can Be Made 
of Purchasing Motives 


“It is said that all the reasons for 
buying life insurance can be placed in 
four classifications,” said Oliver Thur- 
man, vice-president and superintendent 
of agencies of the Mutual Benefit Life, 
in addressing the Minneapolis Life Un- 
derwriters Association last week. “If 
that is true, our task is simplified. The 
first of these four reasons is the poverty 
complex. People have a dread that they 
shall not fulfill their tasks. They feel 
that when the time comes to die, they 
will not have accomplished many of the 
things that they have set out to accom- 
plish. Under this heading, comes the 
purchase of most all of the small policies 
of life insurance sold because of man’s 
desire to die solvent. He wants to clean 
up all of the obligations that he has 
contracted. He may extend this to the 
mortgage on his home, or to other 
obligations to his family, such as life in- 
come and the education of the children. 
... Lhe second big reason is the acqui- 
sitional instinct. In buying life insur- 
ance, people satisfy the instinct of own- 
ership. Life insurance is property, and 
can be sold as such. A single policy is 
a cross-section of the assets of the life 
insurance company. When a man buys 





LIFE 








transferring this property to others. The 
problems arising from this desire are 
more readily solved by life insurance 
than in any other way. When this prob- 
lem is in the mind of any man, he is an 
excellent prospect for life insurance. 
“The fourth reason that people buy 
life insurance is to effect the proper 
management of their funds for the bene- 
fit of their beneficiaries after their 
death. Institutional management is 
more easily accomplished through life 
insurance than in any other way.” 

Mr. Thurman said that the life value 
idea can be sold best by the explanatory 
method of selling. Any man who 
successful, or who has in him the germ 
of success is appealed to by the life 
value idea. 
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“Weekly Underwriter” Anniversary 


The “Weekly Underwriter” has got- 
ten out an anniversary edition in com- 
memoration of its 70 years of continu- 
ous service. The “Weekly Underwriter” 
started in 1859. It has been one of the 
constructive forces in insurance. During 
its three score and 10 years of existence 
the “Weekly Underwriter” has been 
notable for its conservatism, its high- 
minded editorial policy and its progres- 
sive policy. L. Alexander Mack is the 
head of the “Weekly Underwriter” or- 
ganization. The anniversary edition 
from the editorial standpoint was gotten 
out in charge of the editorial director, 
Charles F. Howell. It is a splendid 
piece of work in every particular. 








life insurance from this standpoint, he 
is motivated beyond the poverty com- 
plex 
Sees Need of Method 
“The third big motivation is based 
on the transfer of property. When a 
man has accumulated property, he be- | 


gins to see the need of a method of ! 


Record for Persistency 


Five field representatives of the Lin- 
coln National Life in April had a 100 
percent persistency record on business 
exposed for the month. They were: 
T. F. McGowan of Illinois, Mrs. Z. Z. 
Brown of Indiana, E. Loucks of Iowa, 
J. L. Perkins of Texas and J. W. Bailey 
of Indiana. These figures were drawn 
only on those agents having $25,000 or 
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more of business exposed for the month. | 
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Life Sian Protects . American Home 


F. Clark, president of the Na- 
tional Association of Life Underwriters, 
addressed the biennial session of the 
General Federation of Women's Clubs 
at Swampscott, Mass., on “Insurance as 
Protection of the American Home.” He 
said in part: 

“If we were to define a home as a 
or. B.. where the members of one 
family are kept together in comfort and 
harmony until the time comes for them 


Paul 


| 


|}and yet I cannot help 


to go out in the world, generally to es- | 


we should 
fundamental 


of their own, 
admit the 


tablish homes 
immediately 


of payment under life insurance policies 
saying that the 
underwriters and the policyholders 
who have before them the right con- 
ception of the American home will be 
very careful to use the proceeds, large 
or small, in that method which will best 
protect the American home. 


life 


Wider Cooperation Soucht 


“Without belittling any of its other 
safeguards, I believe that we have a 
| right to claim that life insurance prop- 


place which a regular income plays in | 


American 
father 
chil- 


In the normal 
that there is the 
and two or three 


keeping it up. 
home let us say 
and the mother 


| its 


dren and that the money earned by the 
father makes the maintenance of the 
home possible. In literally millions of | 


has been 
so that if 
proceeds 
at least, 


American homes, life insurance 
taken out and made payable 
the father passes away, the 
take his place to some extent, 
and maintain the home. 


Prevents Breaking toe of Homes 
“Tf it were not for this economic and 
financial device widely applied in 
America, these homes would have to be 
broken up into their different units and 
as each of them went out into the world 
would arise 


50 


the very serious question 
whether he or she, especially she, could 
establish what could really be called a 


home, and would have to live seu in 
a far less adequate way, with the re- 
sult that those so protected while the 
funds were adequate could no longer be 
said to constitute a home but merely 
many individuals with the safeguards, 
the happiness, the culture, the affection 
and all the other wonderful elements 
missing which change a mere habita- 
tion into a home. 

‘This is no 


so 


place to stress 


| and 


, strength when it was needed. 
methods 


erly applied and in proper amounts can 
be made one of the very greatest pro- 
tectors of the American home and for 
successful use in that way and to 
the widest possible extent, the associa- 
tion which I have the honor to repre- 
sent, bespeaks the cooperation of Amer- 
ican women, especially as they are fed- 
erated, to promote the best interests of 
the home. The National Association of 
Life Underwriters realizes the wonder- 
ful support which we have already re- 
ceived in this direction and thank you 
women for it; but we dare to predict 
the day when life insurance will really 
be used for all that it worth in its 
best and widest applications as the pro- 
tector of the American home.” 
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Fishback Is 70 Years Old 


An admonition to “be your age” was 
given H. O. Fishback, insurance com- 
missioner of Washington, by his friend 
school chum, Dr. William Mayo otf 


the famous Mayo Brothers Clinic, who 


visited Mr. Fishback in Olympia several 
days last week. Mr. Fishback, who 
weighs about 300 pounds, was 70 years 
old April 24. He is a_ tremendously 


powerful man physically and all his life 
has been accustomed to display 
Dr. 


his 
Mayo 


found his friend slightly ill. 


GAG AIO IAAI EN AI AE Ae Mae 


Assets Over $17,000 000 





ILLINOIS 
INDIANA 
IOWA 
MICHIGAN 


General Agency Opportunities 
In the Following States: 


Address your communications to the Agency Department 


THE MIDLAND MUTUAL 
LIFE INSURANCE COMPANY 


Columbus, Ohio 


In Force Over $102,500 000 


‘‘Its Performances Exceed Its Promises” 











Do You Know 


that recent court decisions ex- 
tend the meaning of total 
disability and define acci- 
dent? 
how E. C. Miller and W. F. 
Seiser ‘at Muncie, Indiana, 
sell “Income Protection,” 
not claims? 
the interesting figures compiled 
by the Travelers on its 
claims under personal ac- 
cident policies last year? 
These articles are discussed in de- 
tail in the June Accident and Health 
Review in addition to the regular 
interesting monthly departments. 
If you sell accident and health in- 


surance, you should read The Acci- 
dent and Health Review—the only 
magazine published covering your 


particular field. 
SEND NO MONEY BUT MAIL 
———=—=COUPON TODAY-—-—. 


The Accident & Health Review, 

175 W. Jackson Bivd., 

Chicago, Hil. 

Send me the A. & H. Review for one year starting 
with the June issue and bill me for $2.00. 


Name 


Address 


City 
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Business of 1928 


NEW INSURANCE ..........$143,573,589 


Increase over 1927.......... 


Insurance in Force ..........$1,113,810,563 
An Increase of............ 


Chartered 1835 


Representing over 63% of the New Business 


NEW ENGLAND MUTUAL LIFE INSURANCE Co. | 
BOSTON, MASS. 


May 31, 1929 





Assureds Are Analyzed 
COURT INTERPRETATION GIVEN 


B. L. Holland, Phoenix Mutual Life At- 
torney, Addresses Life Counsel 
on Important Matter 


Benjamin L. Holland, attorney for the 
Phoenix Mutual Life, in addressing the 
Association of Life Insurance Counsel 
on “Assignment by the Assured of Pol- 
icies Which Reserve the Right to 
Change the Beneficiary,” said in part: 

“Examination of the policies of the 
leading companies shows that the 
clauses of the various policies which re- 
serve to the insured the right to change 
the beneficiary usually have in common 
the following characteristics: the right 
to change is reserved to the insured 
alone, to be exercised at his own dis- 
cretion, except that in some policies the 
consent of the insurance company is re- 
quired; there is a definite procedure out- 
lined which is to be followed in changing 
the beneficiary; there is a time specified 
when the change is to become effective. 

“Most of the policies provide that if 
the insured has reserved the right to 
change the beneciary, he shall have the 
right without the consent of the bene- 
ficiary to exercise the various privileges 
and options under the policy, that is, the 
right to make loans, to release dividends, 
to surrender the policy for its cash 
value, etc. , 

Company Practices Vary 


“The provisions of most of the pol- 
icies regarding assignments have in com- 
mon at least two characteristics: they 
endeavor to relieve the company from 
responsibility for the validity of any 
assigment, and they provide that the 
company shall not be deemed to have 


6,083,386 


90,547,161 
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Organized 1843 
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Active Markets in 


Insurance Stocks 


Bank Stocks 


Miller Investment Company 
120 So. La Salle St., Chicago 
Telephone Franklin 7888 








ILLINOIS LIFE 





GIRL 





SKATERS FILMED 








Spring in Chicago means that it is | residents of the vicinity have learned 


time for the girls at the home office of 
the Illinois Life to get out their roller 
skates and prepare for a season of 
noonday jaunts along the Gold Coast. 
Every day during their lunch hour the 
Illinois Life girls strap on their skates 


and seek fun and exercise skimming up | 
the | 


and down Lake Shore Drive in 
neighborhood of the Illinois Life build- 
ing. The skaters present a colorful 
appearance as they swing along and the 


notice of any assignment until the orig- 
inal or a copy is filed at the home office 
of the company. A few of the policies 
undertake to provide a specific method 
whereby an assignment may be made. 
For example, some provide that an as- 
signment of the policy must be made in 
writing and others that the assignment 
must not only be in writing, but an orig- 
inal or a copy of the assignment must 
be attached to the policy. 

“Thus it will be seen that, while prac- 
tically all of the policies provide a def- 
inite procedure for changing the bene- 
ficiary, only a few policies provide any 
procedure for making an assignment. 
In the few policies which do provide a 
specific procedure for making an assign- 
ment, such procedure is different from 
that required for making a change of 
beneficiary. Furthermore, the provisions 
of most policies which specify the 
method of changing the beneficiary also 
expressly state who may exercise the 
privilege of change, but most of them 
do not provide who may make an as- 
signment of the policy. 


Assignability Recognized 


“No court has questioned the validity 
of the provision reserving to the insured 
the right to change the beneficiary and, 
while most policies do not specifically 
provide that they shall be assignable, 
their assignability is recognized by pro- 
visions to the effect that the company 
shall not be deemed to have knowledge 
of an assignment until an original or 
copy is filed at the home office of the 
company and that the company shall not 
be responsible for the validity of any 
assignment. Furthermore, unless the 
policy specifically prohibits an assign- 
ment, the courts generally agree that a 
life insurance policy is a non-negotiable 
chose in action and may be assigned. 

“The question, therefore, is, what ef- 
fect will an assignment by the insured 
alone have upon the rights of the bene- 
ficiary in the event that the assignment 
is not in the form of a notice or request 
to change the beneficiary and, in mak- 
ing the assignment, the insured does not 


| cameraman at 
! company’s building. 








to watch for the daily sight of “the Illi- 
nois Life girls.” 

Fox News learned of this and, with 
the idea of showing moving picture 
theatre audiences how the modern 
business girl combines healthful exer- 
cise with pleasure, sent two of its men 
to “shoot” the girls in action. The 
above illustration shows the Fox News 
work in front of the 


comply with the procedure outlined in 

the policy for changing the beneficiary? 
Protected by Option 

“Most modern policies provide that if 

the assured has reserved the right to 

change the beneficiary, he can on his 


own signature secure a loan, secure a 
cash value, release dividends, etc. The 
policies specifically provide that these 


options may be exercised by the insured. 
The assignment is also in substance sim- 
ilar to an option under the policy, or 
can be made so by the policy. Accord- 
ingly, if the insured has reserved the 
right to change the beneficiary, it would 
seem logical to give the insured specil- 
ically the right to assign the policy, in- 
cluding the rights of the beneficiary, on 
the same basis that the insured is given 
the right to exercise any other policy 
option when he has reserved the right 
to change the beneficiary. 

“Particularly is this true since the in- 
sured has power without the consent of 
the beneficiary to defeat the interest of 
the beneficiary by the roundabout pro- 
cedure of changing the beneficiary to his 
estate before assigning the policy. Fur- 
thermore, a slight majority of the courts 


recognize the right of the insured to 
make a complete assignment, even 
though the policy contains no specic 


provision to that effect, provided the in- 
sured has reserved the right to change 
the beneficiary.” 


Warns Against Mail Order Concern 


A warning against purchasing alleged 
insurance policies from the Postal Mu- 


tual Benefit Corporation of Phoenix, 
Ariz., was issued from Bismarck, \. 
D., by E. O. Bailey, secretary of the 


state securities commission. 

Mr. Bailey said the company is using 
the mails in an attempt to sell a con- 
tract, the face of which is so worded 
that it appears to be an insurance com- 
pany. The contract is misleading, Mr. 
Bailey says, since the company is not 
under the jurisdiction of any insurance 
department and sets up no reserve fund. 
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Inheritance Tax Up 
to Claims Court 


The United States court of claims 
has handed down a decision upholding 
the nontaxability of life insurance funds 
under the inheritance tax laws where 
the change of beneficiary thas been 
irrevocably waived. The sum involved 
was trusteed under the will of Henry A. 
Guettel vs. United States. Mr. Guettel 
on Jan. 4, 1920, purchased a policy of 
$100,000 making it payable to his estate. 
On Mar. 25, 1920, he unconditionally 
assigned the policy to his wife. The 
assured thus divested himself of all 
right and title in the policy and all 
beneficial interest passed to the assignee. 
The assured then could not change the 
beneficiary or exercise any contro] over 
the contract. 

The government claimed that the 
benefits of the policy were subject to 
the federal inheritance tax. The United 
States court of claims, however, holds 
that the proceeds of a policy cannot 
come under ‘the federal inheritance tax. 
It stated that the term, “all other bene- 
ficiaries’ used in the statute cannot be 
construed as applying to the assignee 
of a policy payable to a designated 
beneficiary. It added that such an inter- 
pretation would be an unwarranted ex- 
tension of the meaning of the law. The 
insured had paid the premium on this 
policy himself. 


AMERICAN UNION NEWEST 
LIFE COMPANY IN TULSA 


The newest insurance company in 
Tulsa, Okla., is the American Union 
Life with $50,000 capital and with offices 
in the he a building. It is a legal 
reserve company and is specializing at 
present on an adult 20 pay-plan policy 
and a junior convertible. 

Ora E. Upp, president of the Ameri- 
can Union Life, is an Oklahoma manu- 
facturer and wholesaler interested in in- 
vestment business. J. F. Raper, vice- 
president, has mercantile and banking 
interests in Coweta, Okla., and owns 
considerable property in Tulsa. G. B. 
Coombs, secretary, is considered an ex- 
pert in organization and administration 
of insurance companies, having had 20 
years’ experience in that line. F. C. 
Thompson, manager of the Art Print- 
ery, is treasurer; Dr. A. Flanagon, med- 
ical director, and Jay D. Waite, Wichita, 
ig consulting actuary. The American 
Union is the third life company to es- 
tablish home offices in Tulsa. 


Church Takes Pension Post 


ol, Earl D. Church, formerly agency 
assistant of the Travelers, was,sworn in 
as commissioner of pensions in Wash- 
ington, D. C., May 24. In announcing 
that Colonel Church had taken up his 
duties, Secretary of the Interior Wilbur 
pointed out that he had been selected to 
head the pension bureau because of his 
knowledge of insurance. The govern- 
ment has long been desirous of getting 
such a man to head the bureau, be- 
lieving that a man with insurance ex- 
perience is better qualified to use ap- 
propriate business methods in _ its 
administration than would be a man of 
any other special traininy. 


Florida Tax Situation Unfavorable 


Hope that insurance companies would 
escape increase in taxes on the part of 
the Florida legislature now in session, 
was darkened by a telegram from the 
company forces in Jacksonville to the 
effect that a 1 percent increase had been 
mecorporated in the governor's plan to 
Create taxes to offset losses to the school 
funds through other legislation and that 
a bill would at once be introduced to 
that effect. The fact that this is a part 
of the big refinancing fund of the state 
makes it hard to fight and gives it a 
Strength that it could not have other- 
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Chicago Life Agents | 
in New Alignment 


Since Illinois has not an airtight anti- 
rebate law that is effective, the Chicago 
Life Underwriters Association is align- 
ing itself with the Better Business 
Bureau. The better practices committee 
of the life underwriters association has 
convinced the bureau management that 
rebating and twisting are twin evils that 
should be discouraged. Chicago is in- 
fested with “abstractors,” “actuaries” 
and others of their guild who gain their 
livelihood by twisting policies. 

The Better Business Bureau is con- 
vinced that a man makes a sacrifice who 
allows his insurance to be twisted. It 
is more convinced of this fact after the 
investigation made by the United States 
Chamber of Commerce and the illumi- 
nating bulletin that it recently published 
on the subject. 

The Chicago Life Underwriters As- 
sociation has one general agency that 
has been guilty of bad practices. All 
manner of persuasion has been used but 
the general agent refuses to budge. An 
appeal was made to the agency manager 
at the home office but nothing came of 
it. Finally the officers of the Better 
3usiness Bureau of Chicago sent a con- 
fidential, registered letter to the presi- 
dent reciting the facts. The president 
in reply stated that this was a revela- 
tion to him. He stated that he was un- 
aware of the conditions in the general 
agency in Chicago. Therefore, some 
housecleaning is anticiapted if the presi- 
dent is sincere in w jaat he says. 








baie, Life Licensed 


The Commonwealth Life of Spring- 
field, Ill., with home office in the Ridge- 
ley-Farmers State Bank building, has 
received its license. The company is 
operating under the guarantee fund mu- 
tual plan. George Kabureck, the presi- 
dent, has had many years experience in 
life insurance. He was vice-president, 
director and Illinois field manager of the 
National Protective Life of New York 
and assisted in the organization of the 
Citizens National Life of East St. Louis. 

F. Ross Sharp, vice-president, has had 
more than 14 years’ experience in bank- 
ing. Francis A. Barrett is secretary- 
treasurer, George S. Baker, superintend- 
ent of agents; Dr. A. E. Walters, medi- 
cal director, and Frank L. Trutter, gen- 
eral attorney. Donald F. Campbell of 
Chicago, is actuary. 

The company had applications for in- 
surance to May 28 in excess of $300,000 
and is writing one special preferred 
class 20-payment life policy. 


Legion Observes Memorial Day 


Members of the New York Life and 
Metropolitan Life American Legion 
posts joined in a memorial service on the 
eve of Memorial Day, placing wreaths 
at the base of the pillar of “eternal light” 
in Madison Square, New York, upon 
which the two company home offices 
face. Following the ceremonies, ad- 
dresses were made by President Darwin 
P. Kingsley of the New York Life and 
President Frederick H. Ecker of the 
Metropolitan. Members of both posts 
of the Legion and also Civil War and 
Spanish War veterans joined in a parade 
for the occasion. The New York Life 
had members of both posts as guests at 
a lunch in the New York Life building 
following the services. 


Helps Sell Insurance Stock 


B. W. Singer is now connected with 
the Chicago office of Elmer F. Bagley & 
Co. of Kansas City Mo. This Kansas 
City house has been in business since 
1895 and is located in the National 
Fidelity L’fe building. It specializes in 
the sale of insurance company stock. It 
has been engaged in selling the stock of 
companies that are increasing their 
capital. President Elmer F. Bagley 
states that it has a large force of insur- 
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Whatever Your Life Insurance Needs 
There is a JOHN HANCOCK POLIcyY to Fill Them 


E IT for personal or business protection, or for home 

and family, with settlement of the proceeds by lump 
sum or by instalment or income payments. Annuity con- 
tracts in various forms. Total Disability and Double In- 
demnity issued. 

Special policies covering Partnership Agreements, 
Funds to guarantee a College Education, to provide Be- 
quests, to cover Mortgages, Inheritance Taxes and Estate 
Shrinkage—thus making certain the carrying out of al- 
most any program involving Life or Money values. 

Group insurance has been issued since 1924. The Com- 
pany now issues Wholesale and Salary Deduction insur- 
ance, to which was added in 1928 Group Accident and 
Sickness insurance, and Group Accident and Dismember- 
ment insurance. 

Investments are of high quality, carefully distributed 
as to farm and city mortgage loans, public utilities, govern- 
ment bonds and railway securities. 

Dividend payments are at the highest scale in the Com- 
pany’s history. There has been a general reduction in 
annual cost to policyholders during the past seven years, 
while in the same period the Company has doubled its out- 
standing insurance and financial resources. 


Surplus over all Liabilities, $38,667,784 
Reserves, $447,834,175; Other Liabilities, $9,669,748 
Total Assets, $496,171,707 
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YOU 
CAN MAKE GOOD 


It does not all depend on you—it 
depends as much on your Company 
and the cooperation offered you. We 
have agency openings in Thirteen 
States offering personal assistance as 
well as bank cooperation. If you want 
us to help you make good in the life 
insurance business get in touch with 


O. L. HOLLAND, President 


AMERICAN NATIONAL 
ASSURANCE CO. 


3718 Washington Blvd, St. Louis, Mo. 
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Loyalty of Life Insurance Agents 


LiFe insurance agents are receiving from 
time to time offers from other com- 
This has a disturbing effect on 
some. Those that are well grounded in 
their work that they have a 
good company to represent, appreciate 
the service in the home office and enjoy 
the contacts formed in the field. There 
is no temptation to listen to the siren’s 
song that is sung by some other com- 
pany which is offering higher commis- 
trying to make an 


panies. 


realize 


sions or otherwise 
agent change. 
After all the greatest comfort comes 
to a life insurance man in knowing that 
first-class, high grade, 
that it has a 
manage- 


his company is 
well ballasted financially, 
conscientious and honorable 
ment, that the men at the home office 
are capable, that they treat their field 
men liberally and want to see them get 
along. When an agent can go out into 
the field and sell honest contracts, know 
that they will be met without a whimper 
and that every possible provision will 
be complied with, he can then with much 
grace go among his friends and clients, 
hold up his head, know that he is doing 
constructive work and has nothing to 
apologize for. 

Kenprick A. LuTHer, vice-president of 
the Aetna Lire, in a recent talk on this 
subject said: 


“Be loyal to your business, to your 


company, to your agency, and to your 
policyholders. You will derive strength 
from it. If you cannot be wholly and 
unqualifiedly loyal to the life insurance 
business, if you do not thoroughly be- 
lieve in it and have not whole-hearted 
confidence in it, to the extent that you 
feel privileged to devote your services 
to it as career—then my advice 
to you by all means is to get out of 
it and seek some other field of endeavor 


a life 


to which you can give your entire 
allegiance. 
“Be loyal to your company and to 


your agency. If you believe that it is 
a good company, and there are many 
good companies in the business today, 
then do not disturb your mental atti- 
tude and impair your efficiency by con- 
templating a change, or by listening to 
the apparently tempting offers that may 
come to you through other channels. 
Have faith in the law of compensation 
and know that merit does not go un- 
recognized. If ‘you believe in your 
company, you must believe that it will 
do as well by you as any other com- 
pany can, and there will be a great 
advantage to you in not shifting about. 
We all have confidence in the long es- 
tablished business concern. In the same 
way it commands our respect to hear a 
‘I have represented my com- 


,” 


man say 


pany for 25 years. 


Planning for September 


amiss for 
man- 


Pernars it might not be 
agency departments and agency 
agers to prepare now for some new and 
unusual production campaign for Sep- 
tember. It may seem a.bit hasty to look 
to the fall, when the summer is but 
arriving, but production figures of the 
past few years indicate that this could 
profitably be done. Practically without 
fail, there are two depression months in 
the year for life insurance, April and 
September. January is, of course, the 
low month, as the new year, following 
a cleaning up of all loose business in 
December, starts slowly. But again dur- 


ing the year, with clock-like precision, 
life insurance sales meet with two addi- 
tional slumps, which seem without cause 
and certainly are easy of prevention, it 
efforts are directed towards them. April 
is past for this year—with the usual 
decline in business—but September is 
well enough ahead to plan for an im- 
provement in its production. It would 
be an interesting experiment for the 
business to prove that it can overcome 
this “seasonal” decline. as it should be 
able to overcome all other declines—and 
maintain business production at a steady 
pace. 


Look Beyond Their Desks 


Men who achieve success are usually 
recruited from the ranks who study the 
development and trend of the times in 


their own organization. They are not 


content to confine themselves in a nar- 


a restricted compass. 
They are intelligently studying every- 
thing they can regarding their own busi- 
uess and its relationships, that they may 


row groove or 


zet ahead in it. 
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J. S. Maloney, who had been insur- | 
ance commissioner of Arkansas since 
January, 1927, died last week in Johns 
Hopkins’ hospital, Baltimore, Md., fol- 
lowing an illness of several months. He 
was first stricken in the fall of 1928 
while en route from Little Rock to 
Kansas City to attend an insurance 
meeting. He was taken from the train 
at Claremore, Okla., and _ returned 
home. He rallied from this illness, 
however, and resumed his official duties, 
but later there was a recurrence of the 
malady and for some weeks it had been 
realized that he could not recover. Due 
to a change for the worse in his condi- 
tion, Mr. Maloney was taken to Johns 
Hopkins’ hospital last week in a last 
desperate effort to improve his condi- 
tion, but died shortly after his arrival. 

Mr. Maloney was born at Charleston, 


S. C., Aug. 31, 1878. Prior to his ap- 
pointment by Governor Martineau in 
January, 1927, as insurance commis- 


and fire marshal, he was general 
Southern Surety in the 
& Solmson of Little 


sioner 
agent for the 
firm of Maloney 
Rock. 


A party of Scots who are returning 
to their native island with T. B. Macau- 
lay, president of the Sun Life of Canada, 
will sail early in June from Montreal on 
the Minedosa. Mr. Macaulay, whose an- 
cestors came from the Isle of Lewis, the 
northernmost of the Hebrides, recently 
donated about $200,000 to rebuild the 
town hall of Storneway and has invited 
everyone whose people or who them- 
selves were born on the island to assist | 
in the dedication of the building on June 
16. The Minedosa has been chartered 
especially for this trip and will dock at 
Storneway, the first time in the history 
of that city that an ocean going liner 
will be unloaded there. 


J. Hammer, director of 
for the Protective Life 
of Birmingham, Ala., has recently re- 
turned to his office after six weeks 
spent in the hospital, where he under- 
went two serious operations. Mr. Ham- 
mer received hundreds of messages and 
tokens of friendship from life insurance 
friends while he was ill. 


Thomas 
agency service 


Richard S. Rust, assistant secretary 
of the Union Central Life, was grad- 
uated from the Y.M.C.A. law school 
in Cincinnati. He realized that a legal 
training would be of great benefit to 
him. Therefore, in 1925 he enrolled for 
the law course. The late John D. Sage, 
who was president of the Union Cen- 
tral Life, was chairman of the com- 
mittee on management of the Y.M.C.A.,| 





classes. Mr. Rust is a graduate of 
Wesleyan University of Middletown, 
Conn. He was elected assistant secre- 
tary of the Union Central in April, 
1928, and was made a member of the 
board the same year. His grandfather, 
Rev. Richard Sutton Rust, was a founder 
and vice-president. His uncle, Dr. Rich- 
ard H. Rust, president of the old Cin- 
cinnati Wesleyan Female Seminary, was 
a director. R. Frederick Rust, its sec- 
retary who died in 1928, was a cous 

John James, Salt Lake City manager 
of the Occidental Life, president of the 
Utah Life Underwriters’ Association 
and former Utah insurance commis- 
sions or otherwise induce an agent to 
Great Britain. Mr. James is a native 
of Wales but has lived in Utah for the 
greater part of his life. He may stay 
abroad until the end of the present year. 
In addition to his insurance duties, Mr. 
James is British vice-consul in Salt 
Lake City. 

A. L. Saltzstein, general agent in Mi! 
waukee for the New England Mutual 
Life, has been reelected president of the 
Emanu-El B’ne Jeshurun congregatio 
there. 

W. A. Miller of Chicago is celebrating 
his 20th year as general agent of the 
Pacific Mutual Life. In 1909 Mr. Miller 
was appointed general agent of the acci- 
dent department of the Pacific Mutual. 
Four years later he took A. D. Morri- 


| son as a partner and the firm of Morri- 


son & Miller operated until 1923, when 
Mr. Morrison died. Miller’s son, W. G 
Miller, became a partner at that time 
and the general agency has since been 
known as Miller & Miller. In 1926 Mil- 
ler & Miller were made life genera! 
agents for the Pacific Mutual Life in 
addition to handling the accident and 
non-cancellable lines. 

W. A. Hinshaw of Des Moines has 
just completed 13 years as a life insur- 
ance salesman. He was with the Bank- 
ers Life for some time but in recent 
years has been affiliated with the Royal 
Union. For the 13 years, Mr. Hinshaw 
claims a personal production of $101,- 
000,000 in insurance. He figures there 
have been 4,069 working days in the 
period and that he has produced one 
application a day on the average. He 
believes the record unequaled. 

Home office officials of the Royal 
Union presented Mr. Hinshaw with a 
silver trophy for his record of con- 
sistent production. The presentation 
was made by B. M. Kirke, vice-presi- 
dent and’ field manager. 








LIFE AGENCY CHANGES 

















ATLANTIC IS LIFE EXPANDING | 


Orville H. Kerr Gets Springfield, Mo., 
Post—Woodall & Melton Take | 
Over Paducah Territory 


Orville H. Kerr has been appointed | 
general agent in Springfield, Mo., by | 
ae Atlantic Life. 

R. Woodall and E. Melton have 
Ps... been appointed olde agents at 


Paducah, Ky., succeeding C. E. Whit- 
ener, resigned. The agency will be 
known as Woodall & Melton. Consider- 


able outlying territory in addition to the 
city of Paducah has been assigned them. 

The Atlantic Life recently entered 
New Jersey and Missouri and is now 
entering Pennsylvania, Ohio and Ilinois. 
William H. Harrison, vice-president and 
superintendent of agencies, hopes to have 
general agents at work at strategic 
points in the territory within the next 
month. 


CLARK & MOORE GET TOPEKA 


RE a , 
| Mutual Life Appoints Veteran Field 


Man and Omaha Supervisor Man- 
agers in Kansas 


The Mutual Life of New York has 
appointed Clark & Moore to act as 
managers for its Topeka, Kan., agency. 
They will have as territory 99 counties 
in Kansas. Offices are in the New Eng- 
land building. The partnership arrange- 
ment will take effect June 1, 1929. 

Elon S. Clark is widely known and 
highly regarded in life insurance circles 
in Kansas, and is one of the “old 
guard” of insurance field men there. He 
became connected with the Mutual Life 
in 1895, and has a creditable recor 
of loyal service. 

Hiram W. Moore entered the service 
as a soliciting agent in Springfield, III. 
in April, 1924. He has been a suc- 
cessful producer, gaining membership 
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the Quarter Million Dollar Field Club 
for three consecutive years. As agency 
organizer of the Omaha agency he has 
demonstrated ability in leadership. 


WESTERMEYER IN NEW POST 


Well Known St. Louis Life Man 
Takes Management of Royal 
Union Life There 


A. J. Westermeyer has been appointed 
manager of the Royal Union Life of 
Des Moines for 
eastern Missouri 
with headquarters 
at 1101 Landreth 
building, St. Louis. 
He has been en- 
gaged in life insur- 
ance sales work for 
the last 19 years 
and is one of the 
best known agency 
managers in the 

iddle west. He 
was formerly con- 
nected with the 
Metropolitan Life 
but more recently has been associated 
with the Continental Life in St. Louis. 
He had charge of the St. Louis agency 
of this company. He made a very ex- 
cellent record. The Royal Union Life 
expects good results from St. Louis. 


HAVILAND BACK IN CHICAGO 


Becomes Manager of Schloss Agency 
of Equitable Life—Dickson Suc- 
ceeds Him in Cleveland 





Hobert Haviland, who has been asso- 
ciated with L. A. Miner of Cleveland 
in building his agency for the Equitable 
Life of New York in that city, leaves 
June 1 to take charge as manager of the 
E. S. Schloss agency of the Equitable 
Life in Chicago. 

Mr. Haviland was associated with the 
3erls agency in Chicago for three years 
as assistant manager, having built the 
second largest unit in Chicago in that 
time, and will feel at home in his new 
work. 

David C. Dickson, superintendent for 
the past three years of the M. C. Nel- 
son agency of the Equitable in Des 
Moines, is being transferred to the Miner 
agency as superintendent. 

Mr. Dickson in three years cooperat- 
ed with Manager Nelson in increasing 
the average production of the Equitable 
agency in Iowa by 50 per cent. His ad- 
dition to the Miner agency will give him 
a wide scope in this new fast-growing 
organization. 


J. D. Serrill 


The Sun Life of Canada has opened 
divisional headquarters in St. Paul with 
J. D. Serrill as manager. Thirty-four 
counties in northern Minnesota, includ- 

g Duluth and the iron range, are em- 
braced in the division. Mr. Serrill goes 
to St. Paul from Toledo, where he was 
ranch manager. He will have as his 
assistant D. W. Oakland. Offices have 

n opened at 601 Pioneer building. 


H. E. Hollon 


H. E. Hollon has been made manager 
ot the Montgomery, Ala., district by the 
Protective Life. He has established 
omces in the Shepherd building and 
egun a program of intensive develop- 
ment in his territory. Immediately be- 
fore joining the Protective Life organ- 
ization, Mr. Hollon was in the bond and 
mortgage business. Prior to that time 
l¢ was with the Metropolitan Life. 





Pilot Life Appointments 
. Recent appointments of general agents 
by the Pilot Life, Greensboro, N. C., in- 


clude: W. F. Reed, Etowah, Tenn.; F. 





Gaines-Davis Agency, Dothan, Ala.; R. 
Ek. Mattison, Fairmont, W. Va.; Phillip 
\. Holman, Charleston, W. Va. 


Merle E. Goss 


Merle E. Goss has been appointed 
Oakland, Cal., manager of the Equit- 
able Life of Iowa, with offices in the 
Central Bank building. Mr. Goss was 
formerly manager of the Oakland branch 
of the northern California agency of 
the Missouri State Life. 


Warren L. Pinney 


Warren L. Pinney has been appointed 
district manager for the Northwestern 
National Life at Mentor, O., with Lake 
county as his territory. Mr. Pinney has 
been engaged in the general insurance 
business in Painesville, O., near Mentor. 


Emery Smith 


Emery Smith, who has represented 
the Truman H. Cummings agency of 
the Northwestern National Life at 
Three Rivers, Mich., for the last 16 
months, has been appointed district 
manager of S& Joseph and Branch 
counties, Mich. 


Thomas A. Dixon 


Thomas A. Dixon has been appointed 
manager of the Stone Mountain agency 
of the Life Insurance Company of Vir- 
ginia in Atlanta, Ga. His offices are at 
520 Atlanta Trust building. This branch 
will operate separately from the com- 
pany’s long established Georgia agency 
in Atlanta. This agency is under the 
management of B. W. Torrance. 


P. H. Wassman 


Announcement is made by Parker T. 
Spinney, Indiana district manager of 
the Union Central Life, of the appoint- 
ment of P. H. Wassman as assistant 
manager. Mr. Wassman will direct for 
the Spinney agency the organization of 
the Fort Wayne area, which is com- 
posed of nine counties in the northeast 
section of the state. He will have head- 
quarters at Wabash, Ind. Mr. Wassman 
for the past three years has been one of 
the Union Central’s leading agents. 


Life Agency Notes 


W. W. Connelly has been appointed 
district manager for the Midland Life of 
Columbus, O., with headquarters at Clear 
Lake, lowa Mr. Connelly will have 
supervision over ten counties in north- 
ern lowa. 


Leon Garber has been appointed spe- 
cial agent for the New England Mutual 
Life, it is announced by Clarence N 
Anderson, general agent for the com- 
pany in Iowa and South Dakota. Mr 
Garber was formerly manager for Iowa 
of the forgery bond department of the 
National Surety 


A new Study-and-Practice Course, 
“The Essentials of Life Underwriting,” 
was announced in January, 1929, by The 
Diamond Life Bulletins Service, 420 
East Fourth street, Cincinnati, O. This 
is really the first attempt that has been 
made to simplify and standardize the 
entire theory and practice of modern 
underwriting. 


| EASTERN STATES 
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Missouri State Life Agency Special at 
New Orleans Transferred 
and Promoted 


Hillsman Taylor, president of the 
Missouri State Life, has announced the 
appointment of E, L. Roberts, former 
agency special with the New Orleans 
branch, as agency supervisor in the 
northeast territory. 

Mr. Roberts first attracted attention 
in the insurance field as a personal pro- 
ducer in 1927, ten months after he joined 
the Missouri State Life in January of 





G. Asquith Co., Knoxville, Tenn.; Cas- 
teel & Tauscher, Rockwood, Tenn.; 


that year. He had never seen a rate- 








book prior to his connection with the 























Shields 


(Advertisement I of a series) 


In ancient times the shield, used as defensive armor, 
“protected the body’’ and ‘“‘secured from danger”’ 
those gladiators who were called to defend their 
homes. Although aggressiveness was recognized as 
a factor of warfare, defense was also important or 
the shield would never have come into prominence. 


Today the shield trade mark has been adopted by 
The National Life and Accident—symbolical of the 
protection and security, National Life and Accident 
policies can bring to present day homes. 


Representatives of this organization find it profit- 
able to wear the “‘Shield’”’ Button. 


It pays to be a Shield Man! 


Interesting information concerning the advantages of becoming 
Shield Men will be sent upon request. 
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Who Will Pay 
The Wife’s Expenses? 


An accident to his wife will set a man back 
as much as an accident to himself. 


Most men who are sold on accident insur- 
ance for themselves can be sold some for their 
wives. 


Our agents are insuring the wives of many 
of their policyholders. Contract pays liberal 
lump sum benefits for all injuries and loss of 
life at rates the same as for men. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 








WANTED— 
A MAN! 


Possessing the following qualifications: 


AGE 35 or over, seasoned and a pro- 
ducer. 

THREE years of life insurance experi- 
ence, 

Must be personally acquainted with at 
least 25 life agents. 


TO HIM— 
WE OFFER 


—The Highest commission for low cost 
participating insurance. 

—The services of an experienced field man, 
to help him in the field, appointing 
sub-agents, giving sales helps and to 


“PUT HIM OVER” 
Over $100,000,000 in Force 


We are particularly interested in Pennsylvania men. 
Write fully. We will not check references until after 
interview. 


Address K96, care The National Underwriter 














Missouri State, yet his production 
totaled over $200,000 at the end of the 
ten-month period. This record was at- 
tained in spite of the fact that in Monroe, 
La., where he first started, he was a 
total stranger and also in spite of the 
loss of 65 working days due to being 
surrounded by flood waters and of hav- 
ing to transfer his activities to Baton 
Rouge. 

In October of his first year with the 
Missouri State, Mr. Roberts won the 
distinction of being the company’s lead- 
ing personal producer for that month. 
On Feb. 1, 1929, he was made an agency 
special with the New Orleans branch, 
and while so associated organized and 
developed an agency in Alexandria and 
another in Shreveport, La. 





Insurance Man Heads “Ad” Club 


Another insurance man _ has_ been 
elected president of the Hartford Adver- 
tising Club, which has been directed 
by insurance representatives for a score 
of years—and very successfully. John 
Lee Brooks, in charge of the insurance 
department of the A. H. House Real 
Estate & Insurance Agency, is the new 
president. He succeeds Frank S. Mont- 
gomery, advertising counsel for the 
Phoenix Fire. Previous presidents were 
J. W. Longnecker, A. W. Spaulding, 
Leon Soper, Clarence T. Hubbard and 
Willard Rogers, all well known Hart- 
ford insurance men. <A. G. Dugan of 
the advertising department of the Hart- 
ford Fire was elected secretary. 


Stevenson Takes Increased Territory 





John A. Stevenson, manager of the 
Penn Mutual’s home office agency, and 
one of its general agents in New York, 
has had southern New Jersey added to 
his Pennsylvania territory. J. A. Mc- 
Closkey has been placed in charge, 
with headquarters at Atlantic City. Mr. 
McCloskey has had nine years of life 
insurance field experience, preceded by 
two years as assistant manager of the 
accident and health department in the 
Philadelphia office of the Maryland 
Casualty. His eight years in life insur- 








ance were divided between four years as 
a soliciting agent and five years as 
assistant agency manager in Philadel- 
phia. 





Hamlin Agency in New Quarters 


The Clay W. Hamlin Company of 
Buffalo moved this week into offices in 
the newly completed Rand building in 
Lafayette Square. This firm, which has 
the general agency for the Mutual Bene- 
fit Life for western New York, with 
branch offices in Rochester, Bingham- 
ton, Elmira and Jamestown, has leased 
the entire 19th floor of the new building 
for a long term of years. 


Honor New Brooklyn General Agent 


Gilbert V. Austin, the new general 
agent of the life department of the 
Aetna Life in Brooklyn, was the guest 
of honor at a luncheon there. R. H. 
Keffer, general agent in Manhattan, with 
whom Mr. Austin had been connected, 
told of the qualifications of the guest of 
honor and predicted a brilliant future for 
him in his new organization. James P. 
Graham, Jr., who has been transferred 
to New York, and whom Mr. Austin 
succeeds, also spoke in a congratulatory 
vein. 

William A. Nicolay, associate general 
agent in Brooklyn, who has been con- 
nected with the company for 40 years, 
told of the growth of the agency since 
he first went to Brooklyn. James F. 
Conaty, manager of the casualty depart- 
ment of the Brooklyn office, took an op- 
portunity to welcome Mr. Austin to 
Brooklyn and assured him of the hearty 
support of his department. 

The luncheon was attended by 25 con- 
tract agents of the Brooklyn office. 





Deputy Commissioner Appointed 


The governor and council of New 
Hampshire have confirmed the appoint- 
ment of William N. Johnston of Sun- 
cook as deputy insurance commissioner, 
succeeding Rene Janelle of Manchester, 
who resigned. Mr. Johnston formerly 
lived in Portsmouth and graduated from 
Dartmouth college in the class of 1893. 
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CODE IS NOT YET EFFECTIVE 





Revision of Michigan Insurance Statutes 
Will Not Be Put Into Force Until 
Later in August 





LANSING, MICH., May 30. — AIl- 
though the rewritten insurance code has 
been duly approved by Governor Green 
it will not, it appears, become effective 
until late in August, 90 days after the 
final adjournment of the legislature. 

It had been presumed that the code 
would be effective as soon as the gover- 
nor’s signature was attached, but it now 
develops that the senate, in approving 
house changes in the code, which in- 
cluded the adding of an immediate 
effect clause, did not specifically act on 
the early effect provision and that fea- 
ture, under senate rules of procedure, 
was thereby killed. 


Provisions Hamper Enactment 


It is said that there are certain pro- 
visions in the new code that could not 
well be made immediately effective and 
might afford a means of attacking the 
new statute if it were put into force 
now. The companies and agents, of 
course, will have a better opportunity 
to study the new law and will be better 
prepared to comply with its stringent 
provisions. The department, in addition, 
will have time in which to prepare for 
complete enforcement of the strength- 
ened act. 

The code is creating wide-spread in- 
terest and the demand for copies of the 
act in the form in which it was finally 
passed has far exceeded the supply. 








FRATERNALS’ FIGURES GIVEN 





Illinois Societies Now Have Almost 
$2,000,000,000 in Force in Their 
Home Commonwealth 





The Illinois fraternals have $1,914,- 
789,943 insurance in force in their home 
state. There are 674,306 members. 
They received last year from members 
for mortuary expense purposes $13,967,- 
206 and paid out in claims $11,931,344. 
The Modern Woodmen has the largest 
amount of insurance in force in Illinois, 
$282,650,500. The Royal Neighbors of 
Rock Island has $116,151,250 in force. 
The fraternals in other states have in 
force in Illinois $298,447,565, represent- 
ing 297,761 members. The Knights of 
Columbus has $41,076,547 in force. The 
Security Benefit has $30,496,075. The 
infantile branch of the Illinois fraternals 
show $16,364,295 in force with 73,693 
members. The outside fraternals have 
$5,380,767 in force with 19,634 mem- 
bers. 





Boyle Agency Takes Larger Offices 


On June 1 the John Boyle general 
agency of the Minnesota Mutual Life 
in Chicago will move from its present 
quarters on the fifth floor of the Adams- 
Franklin building to larger quarters at 
1448-50 in the same building. The 
agency, with the growth of its business 
has outgrown its offices, which will not 
permit of the staff expansion program 
Mr. Boyle has mapped out. The new 
offices will give the agency about thre« 
times the space it now has. The full- 
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time staff will be enlarged in proportion 
to the enlargement of space. 


Cracks Burial Association Bill 


House bill 719 in the Illinois legisla- 
ture to provide for the regulation of 
yurial societies, bringing them under the 
jurisdiction of the insurance department, 
as been reported out unfavorably by 
the judiciary committee. 


To Establish Liquidation Bureau 


One of the most important insurance 
measures enacted by the present Illinois 
legislature, to become effective July 1, 
permits establishment of a liquidation 
bureau for defunct insurance companies. 
[t amends the liquidation law to the ex- 
tent of relieving the director of trade of 
commerce from acting as liquidator by 
empowering him to appoint a liquidator 
if all companies and thereby permit the 
consolidation of receiverships under the 
jurisdiction of the insurance liquidation 
sureau in Springfield. 


Cleveland Agency Makes High Record 


The new L. A. Miner agency of the 
Equitable Life of New York in Cleve- 
land was awarded high honors by the 
Central Managers’ Association in the 
April application campaign. This agen- 
y scored 100 percent of agents under 
contract, which was particularly grati- 
fying in view of the very few months 
that this agency has been in existence. 
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AGENTS HOLD ROUSING MEET 


Northwestern National Life’s Cedar 
Rapids, Ia., Agency Conducts One- 
Day Educational Session 


Eleven members of the E. W. DeNio 
agency of the Northwestern National 
Life at Cedar Rapids heard guest speak- 
ers from the North Dakota agency and 
the home office and pledged quotas for 


the remainder of the year at the last 
agency meeting. 
C. D. Ford of Devils Lake, N. D., 


star producer of the company in 1927 
and 1928 and several years preceding 
these, urged the group to see an in- 
creasing number of persons, declaring 
that numerous calls put him in the 
high producers’ ranks. He said that his 
old policyholders help him secure new 
prospects, therefore the agent should 
not lose touch with his policyholders. 
Mr. Ford also emphasized the import- 
ance of persistency of business for its 
effect on renewal commissions. 

W. F. Grantges, agency director, sug- 
gested the solicitation of key men in 
small businesses to help the agent avoid 
the common rut of soliciting only one 
class of people. He emphasized the 
necessity of an agent’s continuing to 
educate himself by reading insurance 
books and magazines. 


Big Field in North Dakota 


Life insurance agents in North Da- 
kota still have plenty of room to ex- 
pand their business before they reach the 
average insurance per capita for the en- 
tire country, according to a study made 
by S. A. Olsness, state insurance com- 
missioner. 

With an estimated population of 650,- 
00, North Dakota has but $272,000,000 
f life insurance or $419 per capita. 


Waterloo Agency Expands 


_ William Ramsell of Waterloo, Ia., 
former advertising manager of the 

“Tribune,” and Howard L 
‘ of the Cedar Falls public school 
‘ulty, have become associated with the 
lr. Dahlstrom agency there, represent- 


W iterloo. 
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GOOD ONE-DAY RECORD MADE 


Union Fidelity Life Agents Make an 
Intensive Drive for Business 
in Small City 


A fine record in insurance selling was 
hung up when in one day one company 
sold over $300,000 in policies in a city 


of only 7,500 people. 
The Union Fidelity Life, represented 
by Hyatt, Mims & Crane of Midland, 


Tex., gave a banquet to 150 leading bus- 
men of the town. Mayor Leon 
Goodman was among those who made 
a speech deploring the fact that some 
“people are still improvident enough” 
not to have insurance. 


iness 


Officialx Participate 


The next day Carr P. Collins, Dallas, 
president of the company; E. F. White. 
vice-president, and Richard Billingsly, 
district agent, paired one each with Ray 
V. Hyatt, Percy J. Mims and Claude 
Ov Crane, and from 8 a. m. to 6 p. m. 
sold a few thousands over $300,000 worth 
of insurance, 

This is said by insurance men to be 
a record one-day sale for a city of Mid- 
land’s size. Midland is a prosperous oil, 
cattle and farming town. 


A Birthday and Change of Age Book 
is published by The Diamond Life Bulle- 
tins Service, 420 East Fourth street, Cin- 
cinnati, O. The booklet is neatly bound 
in artificial leather and there a sepa- 
rate page for every day in the year. 
Here is a convenient and permanent way 
to keep a list of your clients and pros- 


pects 
pects. 


is 
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GETS THREE PROMINENT MEN 
Bankers National Life of Jacksonville, 
Fla., Elects Stacey W. Wade on 
Its Directorate 





The Bankers National Life of Jack- 
sonville, Fla., has added three promi- 
nent men to its board. William J. 
Howey, Republican candidate for gov- 
ernor at the recent election, was one of 


those chosen. He has been at the head 


of the W. J. Howey Company of Lake 
county for 10 years. He owns 60,000 
acres of citrus growing land. He has 


done much tor the development of Flor- 
ida. Another director Charles H. 
Watts, a financier and banker of New 
York City. Stacey W. Wade, Durham, 
N. C., was also elected to the board. 
For 16 years he was insurance commis- 
sioner of North Carolina. He retired to 
become head of a large mortgage com- 
pany in Durham. 


1s 


STATE ASSOCIATION FORMED 


Life Managers of Alabama Organize— | 


W. J. Pittman of John Hancock 
Elected President 


An association of the life managers of 
Alabama has been organized with head- 


quarters at Birmingham. It is called 
the Alabama Life Managers Associa- 
tion. W. I. Pittman, general agent for 


the John Hancock Mutual, is president; 
W. C. Reed, general agent Aetna Life, 
vice-president, and C, C. Greer, general 
agent Pilot Life, secretary. Directors 


NAME 


CLUBMAN 
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STACEY W. WADE, N. C. 

Former North Carolina insurance com- 
missioner, who has been clected a direc- 
tor of the Bankers National Life of 
Jacksonville, Fla, 


Durham, 


in addition to the officers are Arthur 
Crowder, Sr., manager Prudential; 
James D. Wilcox, manager Mutual Life 
of New York, and J. J. Outcalt, general 
agent Penn Mutual. 


Objects Enumerated 


The objects of the association are: 
“To encourage such cooperation among 
its members as will give to all the bene- 
fit of the experience of each in the mat- 
ters of management; to preserve 
the traditions and good name of the 
legal reserve life insurance business; to 


agency 




















George Washington Life Insurance Company 


CHARLESTON, WEST VIRGINIA 
HARRISON B. SMITH, President 


Address 


presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents, 


The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 


ERNEST C. MILAIR, Vice-President and Secretary 











COLORADO———ILLINOIS———— INDIANA. 


O. W. JOHNSON, President 





ing the Central Life of Des Moines. 


o——ARKANSAS——CALIFORNIA 


HIO——-—-OREGON———— PENNSYLVANIA 








IOWA 





134 North La Salle Street, Chicago 


KANSAS————_KENTUCK Y———- MICHIGAN. 


“‘INDEPENDENCE FOR DEPENDENTS’’ 


Request details for our remunerative contracts for 


AGENCY MANAGERS FOR 
PENNSYLVANIA, OHIO, WEST VIRGINIA, ILLINOIS, INDIANA, COLORADO 


You will benefit by our special attention now to these States 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 


MINNESOTA——MISSOURI 








VNIIOUVD HLUON 





S. W. GOSS, Vice-President 


TENNESSEE———-VIRGINIA——— WASHINGTON———-WEST VIRGINIA——NEBRASKA 
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Security~-— 


The Mutual Benefit Life Insurance Co. 


@ When the Mutual Benefit was 


organized in 1845 there were only 
a few Life Insurance Companies 
in the United States. Through 
the Wars, Panics and Epidemics 
of all these years, it has always 
stood safe and secure as a fore- 
most disciple of Pure Life In- 
surance. 


Newark, N. J. 
Organized 1845 








A POLICY YOU CAN SELL 


Our Company offers complete protection. 





UNITED LIFE 


Concord 


Any natural death ........ 


$5,000 
ALL IN ONE POLICY 


Any accidental death........ eescacteneceeececs Ee 


Certain accidental deaths 


ccccecocens ccccccccccs 15,000 


Accident Benefits $50 per WEEK for fifty-two weeks 


$25 


per WEEK thereafter (non-cancellable) 


Disability Income, Waiver of Premiums, etc. 


Also $5,000 “Preferred Risk” Policy—high value—low 
premiums; age 35, $19.91 per $1,000. Endowment Age 
85—Juveniles age 10 years and upward—Monthly In- 
come—Non-medical. 


Insures and assures your client’s future and yours. 


Are you interested in an agency? Our Vice-President 


Eugene E. Reed, will tell you all about it. 


Write 


him direct . . . and directly. 





AND ACCIDENT 
INSURANCE COMPANY 


New Hampshire 


Inquire! 





be the medium through which managers 
may secure reliable information and un- 
selfish suggestions in regard to condi- 
tions affecting the business as whole, 
and to promote a spirit of cooperation 
and friendliness among all of the man- 
agers of Alabama, representing legal 
reserve life insurance companies.” 

All general agents or managers in 
Alabama who are members of the Na- 
tional Association of Life Underwriters 
are eligible to membership. By man- 
ager is meant chief representative oper- 
ating under a direct appointment from 
the home office. 

Complaints and grievances arising in 
Alabama may be referred to the board 
of directors, “whose duty it shall be to 
use every effort and means of effecting 
a fair, just and amiable adjustment of 
differences, and to render decisions in 
conformity with the constitution of the 
Life Underwriters’ Association and the 
laws of Alabama as regards rebating, 
twisting, or misrepresenting.” 


CREDITORS HAVE NO INTEREST 





Policy Payable to Wife Insures Her 
Benefit—Oklahoma Supreme Court 
Makes Ruling 





An opinion recently handed down by 
the supreme court of Oklahoma held 
that a life insurance policy payable to 
a widow, shall inure to her benefit 
after the husband’s death; and her credit 
ors, except those expressly named by 
law to recover under such circumstances, 
cannot have any interest in the money. 
The decision was made in a garnishment 
action by the First State Bank of Dela- 
ware county vs. Inez Conn and the First 
National Bank of Nowata. 

The opinion further rules that where 
a daughter has been provided for in that 
the widow was instructed to deliver a part 
of the money to her for educational pur- 
poses, that money could not be touched 
by creditors even though no consider- 
ation except love and affection passed 
when the mother gave the money to her 
daughter. 





SHOW INCREASE IN ARKANSAS 





Legal Reserve Companies Make Good 
Gain in Insurance in Force—Stip- 
ulated Premium Has Slump 





The annual report of the Arkansas 
insurance department shows that legal 
reserve life companies last year in- 
creased their insurance in force in that 
state from $489,084,433 to $522,598,677. 
Domestic legal reserve companies 
showed an increase from $69,145,498 
to $76,030,402. Stipulated premium com- 
panies, however, showed a tremendous 
slump, dropping from $50,742,080 in 
force at the beginning of the year, to 
$28,807,122 at its close. New businesss 
written last year and insurance in force 
at the end of the year for the various 
classes of companies is given as follows: 


New Business In Force 


Legal reserve. .$131,955,909 $522,598,677 
Domestic legal 

reserve ...... 27,214,654 76,030,402 
Stipulated  pre- 

TE cacceuss 5,112,500 28,807,122 


Two new Arkansas companies have 
been licensed since the last report, the 
Golden Rule Life of Little Rock, a con- 
version of the State Mutual Aid Asso- 
ciation to a legal reserve mutual, Jan. 7, 
1929, and the Lincoln Security Life of 
Little Rock, organized Nov. 17, 1928. 





LINCOLN NATIONAL MEET 
IN EAST TENNESSEE CITY 





Pioneer agents of the eastern Tenn- 
essee general agency of the Lincoln 
National Life held a two-day meeting 
at Nashville. The keynote was “How 
to Arrive at Quebec,’ as June, 1930, 
marks the date when all Lincoln Na- 
tional men who qualify will be taken 





on the convention trip to that city. A 
banquet was held with General Agent 
L. C. Evans as toastmaster. The home 
office guest, Superintendent of Agencies 
V. J. Harrold, talked on the plans for 
the Quebec trip and the importance of 
each agent letting it be known that he 
is trying to qualify for it. 

A loving cup, furnished by General 
Agent Evans, is to be given the east- 
ern Tennessee agent who produces the 
largest volume of business in May. The 
cup is held as his property for one year 
and becomes permanent property of the 
agent winning it three times. Miss 
Metta Clark won the cup in 1927 and 
W. T. Hoge, who was the winner last 
year, holds the cup at the present time. 





JOHN D. EDWARDS’ FINE 
RECORD IN PRODUCTION 





General Agent John D. Edwards of 


the American Standard Life of Bir- 
mingham, Ala., who operates in the 
rural districts of Alabama, wired the 


company that one of his policyholders 
was struck by lightning May 1. On 
May 3 Mr. Edwards had the American 
Standard Life check for delivery for 
$5,000. From May 1 to May 7, owing 
to this incident, Mr. Edwards sold many 
policies to relatives of the deceased 
policyholder. Up to May 22, which 
means 19 working days, he produced 86 
applications for a total of $146,500. 
When one considers that he put on a 
record of 101 applications for $180,000 
thirty days ago his latest achievement is 
all the more remarkable. 





Charter New Brownwood Company 


Application for a charter for the Heart 
of Texas Mutual Life, Brownwood, Tex., 
has been approved by the assistant at- 
torney general of that state. It will op- 
erate under the mutual level premium, 
legal reserve plan. Incorporators are: 
Henry Wilson, M. Romines, H. B. Ram- 
sour, D. S. Camp, George A. Norwood, 
Mamie Lee Ramsour, H. Romines, R. 
E. Lee, all of Brownwood. 





Must Have Poll Tax Receipt 


Life insurance agents in Arkansas 
must possess a poll tax receipt for 1929, 
Deputy Insurance Commissioner Du- 
laney has ruled. This ruling was in con- 
formity with an act of the 1929 legisla- 
ture. The insurance department has 
served notice on all companies doing 
business in Arkansas that agents 
licensed in this state must have a poll 
tax receipt before a license will be re- 
newed by the department. Some com- 
panies are required under the ruling to 
file with the department a certificate 
showing agents working for them have 
paid their poll taxes. The time for 
securing such receipts expires the first 
Monday in July. 





Stock-with-Policy Bill Signed 


The bill passed at the special session 
of the Texas legislature prohibiting dis- 
crimination by life insurance companies 
in issuing stock in connection with poli- 
cies, has been signed by the governor 
and is now in effect. This bill will not 
apply to companies that have prior to 
May 17, 1929, filed applications for per- 
mits to do business in Texas, and they 
are given until Dec. 31, 1930, to com- 
plete organization. 

Governor Moody has announced that 
the legislature will be called together 
for a second special session about June 
3. 





Federal Life Divides Texas 
] 


The Federal Life of Chicago has di- 
vided Texas. Heretofore it has been i? 
charge of S. J. Del Mouly, who has 
been stationed at Dallas. Mr. Del Mouly 
came from San Antonio. He returns 
to that city, taking charge of southern 
Texas. The northern part of the state 
is placed in charge of Louis D. Everett 
at Dallas. He was formerly a road co? 
tractor. He is a graduate of the Unr- 
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versity of Mexico and later the Uni- 


versity of Pennsylvania. 





Broadcasting Trust Lectures 


Sumner E. Thomas, trust officer of 
the American-Traders National Bank of 
Birmingham, Ala., is delivering a series 
of lectures on insurance trusts each 
Friday at 5 p.m. over radio station WAPI. 
For the first half hour his remarks are 
broadcast, being directed then to the 
layman. After that he devotes a half 
hour to answering questions from the 
insurance men assembled. He acquaints 


them with the service offered by banks 
to the underwriter and the insured, pro- 
cedure and forms used, and explains to 
them how they may write more insur- 
ance in cooperation with the trust offi- 
cer. Among the subjects that have been 
discussed are “The Life Insurance 
Trust” and “Trusts for Business Life In- 
surance.” Mr. Thomas has several of 
the lectures to deliver, yet out of the 
series of 12 that he set out to broadcast. 
He may be heard on Friday at 5 o'clock 
over station WAPI, which has a wave 
length of 1140 kilocycles. 





INSU R ANCE 








PACIFIC COAST 


AND MOUNTAIN 














J. P. STAKE JOINS F. H. DAVIS 





Is Appointed Superintendent of Agents 
in Denver General Agency of 
Penn Mutual Life 





Frank H. Davis, Penn Mutual gen- 
eral agent at Denver, Colo., who is 
actively developing Colorado, Wyoming, 
Arizona, New Mexico and western Ne- 
braska, announces the appointment of 
John P. Stake as superintendent of 
agents. Mr. Stake is a graduate of 
Drake University and of the Kansas 
City School of Law, and his start in 
business was as president of a mercan- 
tile company at Webster City, Ia. 

Mr. Stake began life insurance work 
in 1905 with the Central Life of Iowa, 
and was its superintendent of agents for 
20 years. In 1927 he became inspector 

agencies for the International Life in 
the Rocky Mountain division. When 
that company was taken over by the 
Missouri State Life he was appointed 
its agency supervisor. 





TIME CARDS SHOWED 
MONTHLY MONEY LOST 





The Salt Lake City offices of the Lin- 
coln National Life has instituted a very 
useful plan for the benefit of the agents. 
Using the office time cards as a basis 
for the tabulation, it was determined 
that the average financial loss incurred 
from time spent in the office during one 
month averaged $53.76 for each man. 
rhis monthly loss, distributed over a 
year's income, is considerably more than 
aman can afford to lose. 


Colorado Bills Signed 


_ Governor Adams has signed two life 
insurance bills passed by the Colorado 
legislature. Senate bill 230 allows the 
natural parents of a child to insure the 
ite of a child reaching one year of age, 

n the sum of $500. After it reaches two 
years the insurance may be increased 
$500 more and $500 more each year up 
0 10 years of age, when the amount of 
msurance is unlimited. Senate bill 229 
makes payments of life insurance bene- 


HOME OFFICE AGENCY MEETS 





Pacific Mutual Life Agents in Los 
Angeles Hold Convention—Man- 
ager Russell Speaks 


The home office agency of the Pacific 
Mutual Life, John Newton Russell, 
manager, held its annual agency conven- 
tion in the form of an all-day sales con- 
gress this week in Los Angeles. L. H. 
Roseberry, vice-president and head of 
the trust department of the Security 
First National Bank of Los Angeles, and 
Manager Russell spoke, and Tom Cant- 
well, for years a million dollar producer, 
put on an extemporaneous sales inter- 
view with Howard S. Dudley, vice- 
president of the Pacific Mutual, as the 
perce Dave Johns, field assistant; 
G. Campbell Janney, Jr., district man- 
ager at Riverside; Robert F. Freeman, 
assistant manager, and Louis C. Pierce 
of the home office staff, also spoke. The 
entire field force were guests of the 
agency management at luncheon and the 
convention concluded with a presenta- 
tion of the Pacific Mutual “Five-Way” 
playlet “Live to Win.” 





Claim Amendment Is Nullified 


That the recent amendment by the 
Washington legislature of Section 
the insurance code, allowing non-resi- 
dent agents to solicit life insurance in 
the state, applies to straight life insur- 
ance only, and that when policies con- 
tain a total disability clause or other 
disability provisions, they may not be 
sold in Washington by non-residents, 
is the opinion rendered by Attorney 
General Anderson. The opinion, ac- 
cording to life underwriters, practically 
nullifies the purpose of the amendment, 
inasmuch as so large a percentage of 
life policies contain the waiver of pre- 
mium provision. 


36 of 





Eureka-Maryland Appointments 


The Eureka-Maryland Assurance has 
just appointed the Academic Service 
Corporation of Newark, N. J., as gen- 
eral agents to represent them in that 





its exempt from creditors’ claims. 


section. 











“ACCIDENT AND HEALTH FIELD. 
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HEART TROUBLE “ACCIDENT” | 





It Is Found That Injury Received in 
Automobile Crash Affected Organ | 
and Caused Death 
— 
The main question is whether the in- ! 
surance company was, on all the evi- 
dence, entitled to directed verdict. In 
1925, appellant issued to Dority an acci- 
_— policy, and an automobile supple- 
ment. He was a strong, healthy man, 
'« years old, weighing about 180 pounds, 
and had never been ill. On Sept. 3, 1927 
hile riding in the rear seat of an auto- 
mobile the car tipped over toward the 
left, breaking the glass and wrecking 





| spraining his right wrist. 


| opinion 


| mation of the body and an autopsy. This 
took place 11 weeks after death. 
; autopsy 
the general 


the body. He was thrown against the 
side of the car, bruising his shoulder and 
pushing his arm violently against his 
left side and (in some way not shown) 
The evidence 
warrants, perhaps requires, a finding 
that from the time of the accident on 
Sept. 3 until his death on Oct. 30, he 
was progressively a very sick man. The 
attending physician testified that in his 
the cause of his death was 
trouble, following the injury, 
‘from’ the automobile accident.” The in- 
surance company denied liability; but 
demanded on Dec. 21, 1927, the exhu- 


“heart 


The 
which, in 
doctors, 


disclosed evidence, 
opinion of the 
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ARE YOU AWAKE TO OPPORTUNITY 
Life Insurance Men of Vision Know That the Greatest 
Opportunity 
Is with the Company That Is 

NOT TOO LARGE NOT TOO OLD 
NOT TOO SMALL NOT TOO YOUNG 
The Solid Growing Company Officered by Men Who Are Agency Minded 


WE HAVE THE TOOLS 








Participating and Non-Participating Policies—Men and Women on Equal Terms—Total 
Disability and Double Indemnity 


Circularization Aids—Supervisor’s Help—Direct Contracts, Human Relations, Liberal 
Contracts and Special Producer’s Clubs 


If You Are Ready for a General Agency There Is Desirable Territ 


Ag 
1OWA—NEBRASKA—MINNESOTA—AND SOUTH DAKOTA 


THE OLD LINE 
CEDAR RAPIDS LIFE INSURANCE COMPANY 


y G. Sigmund—Vice-Pres. & A: Di 
COL. C. B. ROBBINS, Pres. ee weney OireeC. B, SVOBODA, Secy. 
CEDAR RAPIDS, IOWA 














‘‘In This Way We Measure”’ 


A LIFE INSURANCE COMPANY may well measure its success by 
the good it performs rather than by great size. Ls ae eighty-six 
years THe Murvat Lire Insurance Company or New York, the “first 
American Company,” has measured its success by the scope, manner and 
degree of its service. In such a way it is measuring now as its service 
broadens. ; < 

Issuance of contracts of all standard forms, substantial dividends, 
income settlement provisions, Disability and Double Indemnity Benefits, 
and prompt payments and practices for convenience of members are 
embraced in its present service. 

It welcomes as field representatives those who know that success is 
according to the natural law of compensation—that the best comes to 
those who give out the best of themselves. 


The Mutual Life Insurance Company 


34 Nassau Street 


DAVID F. HOUSTON 
President 


New York, N. Y. 
GEORGE K. SARGENT 
2nd Vice-President 
and Manager of Agencies 

















We Write All Standard Forms of Participating and 
Non-Participating Insurance Contracts and in 
Addition the Following SPECIALS 


1. Ordinary Life Special $5,000. 

2. Personal Life Monthly Income for Rejected Risks. 

S. The Best and Most Liberal Sub-Standard Facilities. 

4 Children’s Educational Policies age 1 day to 10 years. 
5. Up-to-date Health and Accident Policies. 


We welcome to our Ranks only serious-minded men of 
character and integrity—men who are intent upon suc- 
cess—and to whom we offer ex ’ liberal and prof- 
ftable contracts. 


Very desirable territory open in 
OHIO — INDIANA — KENTUCKY — TENNESSEE 


Address S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 














GLOBE LIFE INSURANCE CO. OF ILLINOIS 


431 S. Dearborn St. Chicago 


POSE BARRY DIETZ WM. j. ALEXANDER 
President Secretary 


Successor to 


GLOBE MUTUAL LIFE INSURANCE CO. 


INCORPORATED 1895 T. F. BARRY, Founder 








fee health 
$2 a year. 


The A & H Review 422:%:: 
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of Dority’s death was acute endocarditis 
or inflammation of the lining of the aor- 
tic valve of the heart. Held that the jury 
was warranted in finding that the hurt 
was the cause of his death, without also 
finding that the theory of bacterial in- 
fection, as a link between the hurt and 
his death, was established. Judgment 
for insured affirmed. Aetna Life vs. 
Allen, et al., U. S. C. C. A, ast Cir. 
( Me.) 


Buy Furniture—Get Insurance 


OKLAHOMA CITY, May 30. — The 
Tucker Furniture Company of this city 
is offering accident policies to purchas- 
ers of $10 worth of furniture, at a nom- 
inal charge of $1. The policies written 
in the Columbus Mutual Life, Columbus, 
©., may be issued to customers and mem- 
bers of their families between the ages 
of 15 and 70. For accidental death 
320,000 indemnity is provided; for loss of 
sight of both eyes or both hands or both 
feet; $10,000; for loss of one hand, one 
foot or one eye, $5,000. For total dis- 
ability of 15 weeks or less, $1 per week. 


Seattle Club Has Two May Meetings 

SEATTLE, WASH., May 30.—The 
Seattle Accident & Health Managers 
Club had two meetings scheduled for 
May, the first being addressed by O. A. 
Khrenclou, actuary of the Northern Life 


of Seattle, on “Actuarial Phases of a 





ATTRACTIVE 
GENERAL AGENCY 
CONTRACT 
TO THE RIGHT MAN 


In city of over half million 
population. Now open. 


Exceptional opportunity for a 
live producer to make at least $500 
per month, under a liberal General 
Agency contract and at the same 
time 


BUILD UP A 
PERMANENT INCOME 
For Old Age or his dependents 


If you can qualify for this oppor- 
tunity, give full details of all past 
business connections in your first 
letter, which will be treated as 
confidential. 


W. C. C. 


Lock Box 1365 
Columbus, O. 
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RAPS CONTESTING OF CLAIMS 


Nebraska Judge Reproves Modern 
Woodmen for Position—Says Mem- 
bers Want Claims Paid 


LINCOLN, NEB., May 30.—In 
entering judgment against the Modern 
Woodmen of America for $2,000 on a 
policy issued on the life of H. EB, 
Brown, the supreme court takes occa- 
sion to reprove fraternals for contest- 
ing so many claims. It said: 

“If recovery on a certificate such as 
sued upon is to be contested and de- 
feated on such evidence as here pre- 
sented, the promised indemnity to 
members of defendant and_ kindred 
fraternal organizations is of far less 
value than its members have been led 
to believe, some of whom, like the writer 
hereof, have been paying its assess- 
ments for more than 40 years. From 
the fraternal character of defendant, its 
members have felt warranted in be- 
lieving that it would be only in those 
cases where the evidence of forfeiture 
is stronger or the presumption great 
that the payment of death claims of its 
members in good standing would be con- 
tested by the association in the courts. 

“As a member of the defendant or- 
ganization, the writer takes the liberty 
of supplementing the above by saying 
that from personal observation it is his 
candid belief that a substantial majority 
of defendant's members holding benefit 
certificates, like himself, on which they 
are assessed monthly to pay death 
claims, prefer to contribute to the pay- 
ment of even a doubtful claim rather 
than have the organization continuously 
resisting such claims in the courts.” 


Seek Uniform Definition 


Fraternal benefit societies are better 
defined in a bill introduced in the lower 
house of the Texas legislature. It seeks 
to follow decisions of the United States 
Supreme Court in the regulation of fra- 
ternals so as to make the regulations 
uniform in all states. 





Controversy on Beneficiary 


On the day that a member of the 
B. & O. relief department died, he 
signed a paper as follows: “I Sylvester 
K. Ringler, do hereby change the bene- 
ficiary of my insurance in the B. & O. 
Relief from present beneficiary to my 





was $3,362. 


Rate Term Policies. 


000,000 insurance in force. 
nine states. 





GREATER BY 184% 


Fidelity agents wrote $37,684,355 on 3,953 lives 
under the New Low Rate Life plan during its first year 
which ended May 15th. The average policy was $9,533. 
The average policy under all plans the previous year 


Fidelity Agents 
Prospered Accordingly 


Fidelity’s modern selling tools include also Low 
It offers a productive lead service 
and close Head Office cooperation. 
Contracts available in thirty- 


Write for Booklet 


he FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 


More than $400,- 


“What's Ahead?” 
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wife, Mrs. Ida Ringler.” The by-laws or 
regulations of the department provided 
that “no change of beneficiary will be 
permitted without the written consent of 
the superintendent * * *.” The paper 
was never delivered to the relief depart- 
ment during the life of insured, and the 
suprintendent never consented to the 
change. Held; in controversies between 
beneficiaries, where the by-laws of the 
insurer provide there shall be no change 
in the beneficiary unless and until some 


wet involving discretion in respect 
thereto has been performed by the in- 
surer or its designated agent, no act 





| 


of the insured to change the beneficia 
will be regarded as complete or effecti 
unless such act has been performed dur- 
ing the life of insured even though 

sured has done what he could to effe 
the change; and the insurer cannot wa 
the performance of such act by any- 
thing it may do after the death of . 
sured.—Ringler vs. Ringler, Ct. of A)- 
peals, Md. 


7 


Answer in Application 


Held that since appellant’s agent as- 
sumed responsibility of writing in truth 
ful statements in the application, and 
since applicant was not at fault and 
guilty of no wrong, and did nothing t» 
induce the agent to insert the untrue 
answer or statement in the applicatio: 
such untrue answer should not work a 
forfeiture of the insurance certificate 
American Ins. Union vs. Monk, Ct. 
Civil Appeals Texas, 3rd Dist. 
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CHANGES BY JOHN HANCOCK 
Promotions and Other Shifts Have 
Been Announced Involving Many 
Men in the Field 





The following have been promoted 
from agents of the John Hancock to 
assistant district managers in the dis- 
tricts of their service: Herman Ma- 
chado, Los Angeles 1; Joseph B. Ozga, 
Chicago 9; Herbert E. Weldon, Oakland, 
Cal.; Max Sachs, Ansonia; Michael F. 
Cacchione, Binghamton, N. Y.; Ford Lo- 
gan, Detroit 5; James A. Mottram, Paw- 
tucket, R. IL; William F. Hassett, Min- 
neapolis; Ralph Wisely, Detroit 6; Ear- 
nest E. Leonard, Akron, O.; Ernest J. 
Roberge, Portland, Me.; Samuel R. Mu- 
sen, Providence; John A. 
Rochester; Frank Warsaw, 
4; Julius M. Lipp, Hempstead, L. I.; Ar- 
thur J. Perlow, Brooklyn 3; Harold R. 
Brewster, Detroit 4; William M. Goforth, 
Kansas City; Edgar A. Sanders, Toledo, 
Ohio; William Hampson, East St. Louis; 


New York 


John Engebretson, San Francisco 2; 
William M. Ballerstedt, Germantown, 
Pa.; George A. Jackson, Detroit 5; 
Bennie Jacobs, Detroit 5; Mark OQ. 
Burns, New Haven. 


Agents promoted and transferred are: 
Milton C. House from Oakland 1 to Oak- 
land 2; Max Mell from New York 6 to 
Hackensack; Solomon Wohlstadter from 
Brooklyn 4 to Detroit 2; Edw. C. Cha- 
pin from Philadelphia 3 to Baltimore 
2; George W. Collins from Chicago 4 to 


Chicago 11. 
Assistant district managers trans- 
ferred in like capacity are Harold W. 


MacKenzie, Earl N. Snell and Joseph H. 
Poole from San Francisco 1 to San 
Francisco 2; Herbert E. Weldon, Alvah 
H. Scott and Charles C. Liter from Oak- 
land 1 to Oakland 2; Stanislaus M. Gla- 
bicky from Detroit 2 to New Britain; 
John Kibort from Chicago 4 to a e ~ 
1; Edgar Wagner from Chicago 1 o 
Chicago 4; Thomas J. McCarthy from 
Chicago 4 to Chicago 10; John J. Krue- 
ger from Chicago 1 to Chicago 4; Mor- 
ris Goldman from Chicago 4 to Chicago 
10; Jack G. Pattara from Chicago 4 to 
Chicago 10; Edward J. McGarr from 
Chicago 1 to Chicago 11; George Epich 
from Chicago 4 to Chicago 11. 

Other changes are: Jack H. Vollers 
from training cashier at San Francisco 
1 to cashier at San Francisco 2; Elmer 
H. Stanhope from training cashier at 
Oakland 1 to cashier at Oakland 2; Ken- 
neth L. Jordan from training cashier to 
cashier at Portland, Me.; Raymond In- 
graham from cashier at Portland to 
cashier at Brighton, Conn.; Howard 
Meade from training cashier at Chicago 
1 to cashier at Chicago 11; August J. 
Aufmuth, Jr., from cashier at Flint, 
Mich., to cashier at Chicago 10; Ronald 


A. Baldwin from cashier at Saginaw, 
Mich., to cashier at Flint, Mich.; Leslie 
G. Ross from training cashier at Sagi- 


naw to cashier at Saginaw; Samuel W. 
Engler from agent to district supervisor 
at Brooklyn 4; Louis Reisman from as- 
sistant district manager to 
juster at New York 4. 


Conservative Life Lists Leaders 


The Conservative Life of South Bend, 
Ind., leaders for the year are: 


Joint results, Superintendent F. C, 
Peterson, Mishawaka, Agent Daniel 
Jadron, Gary No. 2; net placed ordi- 


Superintendent Frank Rembiesa, 


nary, 


McCarthy, | 








claim ad- | 


Harbor, Agent Daniel Jadron, Gary No 
| 2; monthly premium increase, Superin- 
tendent Frank Rembiesa, Indiana Har- 


Indiana Harbor, Agent Joseph Martin 
South Bend No. 2; ordinary increase 


Superintendent Frank Rembiesa, Indiana 


bor, Agent Omer Summers, Fort Wayne 
collection percent, H. O. Johnson, home 


office debit, Agents O. E. Barger, Terre 
Haute and Daniel Jadron, Gary No. 
tied; arrears percent, Superintendent 


Frank Rembiesa, Indiana Harbor, Agents 
Louis Balogh, South Bend No. 1, John 
Yuhasz, Gary No. 1, Alex Czajkowski 
Indiana Harbor and Walter Wanzak, 
Detroit, tied; advanced payments, H. 0 
Johnson, home office debit, Agent Danie! 
Jadron, Gary No. 2; percentage of lapse 
Superintendent F. C. Peterson, Misha- 
waka. 


American National Promotions 


Several recent promotions have bee 
made from the agency ranks by the 
American National of Texas. 

The following have been made super- 





intendents: A. W. Guthrie at Atlanta 
Ga.; C. L. Flora, at Tulsa, Okla., J. B 
Kennedy at Birmingham, Ala., and H. T 
Starnes at Kansas City, Kan. ee 
Clark has been made traveling auditor 

In the home office, S. H. Scott and H 


aaah ieee 


O. Skarke assistant secretary. oO. M 
Curb and W. L. Cass to assistant s« 
tary and agency supervision industr 


department. 


Nielsen Goes to Moline 


To fill the vacancy caused by the 
death of Superintendent Bruce E. Due 
of the Prudential at Moline, IIL, K. J 
Nielson, former assistant superintend- 
ent at Battle Creek, has been appointed 
He entered the service of the compan} 
at Washington, D. C., in 1905. 





John Hancock Opens Wisconsin 


Among the new territories which hav 
been opened up by the John Hancock 
Mutual Life is Milwaukee, the compan) 
having recently been licensed in Wis- 
consin. 

Two district offices have been 
lished in Milwaukee, District No. 1 be- 
ing under the management of Harold J 
Pearson, who was formerly with the 
company at Rockford, Ill. District No.: 
will be directed by Harold E. Schepp- 
ner, transferred from Moline, III. 

Mr. Pearson started with the 
Hancock at Malden, Mass., seven 
ago and was made district manager @ 
Rockford a year ago. Mr. Scheppne! 


estab- 


John 


vears 


has been in the service of the compan! 
since 1924, receiving his early training 
in No. 1 district at Detroit. He re- 


ceived his appointment as district man- 
ager at Moline last July. 

Since the first of the year the Joh! 
Hancock has opened 18 new districts a! 
others will follow. Walter H. Young 
formerly assistant manager at St. Lou 
3, becomes district manager at Molin 
and Leo J. Driscoll, formerly assista! 
manager at Waterbury, Conn., gors 
Rockford. 


Industrial Measure Introduced 


Legislation regarding industria 
surance policies in the District 
Coiumbia has been introduced 
United States Senate by Senator Bilal! 
of Wisconsin. The measure deals W'' 
the relation of the policyholder’s phys’ 
cal condition at the time the policy 
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WERTIMER NEW PRESIDENT | 


Succeeds Julian S. Myrick as Head of 


of 


W 


Pen: 


ate Life Underwriters 


New York State Association 
of Life Underwriters 





educational director of the 
Life, on “Things Which 
Agent’s Success,” and 
Aetna general agent 
“Hapiness in Your 


cent Coffin, 
Penn Mutual 
| Undermine the 
| Lester O. Schriver, 
in Peoria, lll, on 


| Work.” 


lhe annual meeting of the New York | 


at Rochester. Sidney Wertimer, 
eral agent of the Prudential at Buf- 
was elected president, George A. 
lerich, agency director and super- 
of the New York Life, vice-presi- 
and Frank H. Wenner, Provident 
itual at Utica, reelected secretary- 
surer. 
\t the opening session Julian S. 
rick, retiring president, and Frank H. 
ner, secretary-treasurer, gave their 
rts for the year. 
Myrick also presided at the New 


state sales congress held in 
ester the following day. Tressler 
Callihan, manager of the sales and 
oe department of the John Han- 
Mutual Life, spoke on “Prospect- 
and J, Elton Bragg, Philadelphia 


iger of the Union Central Life, on 
“Aproach.” John W. Yates, Massa- 
tts Mutual general agent at De- 
gave a picture of what his own 
nsurance accomplished, as a method 
presentation. 
\t the afternoon session Gustave C. 
uerth, associate general agent of the 
Mutual in New York City, spoke 
“Closing”; Paul F. Clark, general 
nt of the John Hancock Mutual in 
ston and president of the National as- 
ition, on “Improving the Quality 
Quantity of Your Business”; Vin- 


Association was | 





* * * 


EXCEEDS MEMBERSHIP QUOTA 


Los Angeles Association Holds Monthly 
Dinner—Freeman Stresses Value 
of Human Interest Appeal 


The regular monthly dinner-meeting 
of the Life Underwriters’ Association 
of Los Angeles was held last week. 
President Hathaway reported that the 
association has gone over the top in 
the quota which the National associa- 
tion assigned to it and had 30 days yet 
to go in the campaign for increased 
membership. He also stated that the 
association had registered a 50 percent 


increase in paid membership for the 
year to date. 

Chas. K. Brust, agency manager for 
the Guardian Life, spoke on “Toting the 
Load,” his remarks dealing with the 
fact that the association benefits the 


member underwriter immeasurably by 
helping to tote the load of responsibility 
in the struggle for success in this busi- 


ness. 
Must Stand Gaff 


Lester S. Roscoe, agency supervisor 
for the Roy H. Sheldon Agency of the 
Equitable Life of Iowa, spoke on 
“Standing the Gaff.” He presented 
reasons why the average salesman of 
life insurance fails to succeed—the an- 
swer being that it is because he is un- 





New York. The annual meeting will be 
held June 13, 


Directors Nominated 


The following were nominated for the 
board of directors for the two-year 
term ending in June, 1931: Samuel T. 
Chase, general agent Connecticut Mu- 
tual Life; Roy L. Davis, manager life 
department W. W. Durham Company; 
Marc A. Law, associate general agent 
National Life of Vermont; Arthur L. 
Miller, New England Mutual Life; 
L. H. Tracy, agency director New York 
Life; F. C. Wigginton, associate gen- 
eral agent Aetna Life. John R. Hastie, 
associate manager of the Heifetz agency 
of the Mutual Life of New York, was 
nominated as a one-year director to 
complete the unexpired term of Harry 
T. Wright. 

‘The term of the managing director, 


Clinton F. Criswell, expires Aug. 31, 
1929, 

Others May Be Chosen 
Although the men whose names 


have been enumerated above have been 
nominated for the various positions, 
members of the association have the 
right under the by-laws to make other 
nominations for any or all of the posi- 
tions. A ballot containing all nomina- 
tions will be sent to the membership, 
which will vote by mail. The result of 
the election will be announced at the 
annual meeting. 


2 
HULL AT INDIANAPOLIS 


Celebrate Addition of 40 New Members 
—Life Underwriting Elevated to 
Status of Profession 


Roger B. Hull, managing director and 
general counsel of the National Asso- 
ciation of Life Underwriters, was the 
principal speaker at a “jubilee” meeting 
of the Indianapolis Association of Life 
Underwriters, held Tuesday of this 





northwest national commit- 
the National association 
Washington, D. C., in Sep- 


was elected 
teeman at 
meeting in 


tember. Mr. Wiedem will seek the 1930 
convention for Seatle Other officers in- 
stalled were Caleb Waldwin and Carl 


Olson, vice-presidents; William soyd, 
secretary; and William Laney, treasurer 

The principal address was given by 
J. J. Patterson, who spoke on “Work.” 
Allen Tindolph spoke on “Mental Atti- 
tude”; Harold Dahlquist on “Prepara- 
tion for the Day's Work"; Lawrence 
Bates on “Distribution of the Day's 
Time”; William Laney on “Contacts and 


Interviews”; and Charles Frisbie on “A 
Callback System.” 
* * * 

Cinecinnati—George C. Chandler, 
tary of the Ohio Chamber of Commerce, 
was the speaker at the May meeting of 
the Cincinnati association He showed 
how taxation affects the capital in the 
state, driving out, under the present 
system of taxation of Ohio, an estimated 
amount of $250,000,000 of liquid capital, 


secre- 


thus indirectly if not directly handi- 
capping the life underwriter. He told 
of the proposed amendment to the con- 
stitution of Ohio to change the tax 
structure from that of the present sys- 
tem, which was inaugurated in 1851 
that is, of taxing all property on its 
true value in money to a new system 
of classification of taxes 

The ne wamendment proposes that no 


tax is to be levied in excess of 15 mills 
except by the vote of the people. It 
retains the unifor mrule in regard to 
land and land improvements, and it 


provides the classification of personal 


property, intangible, etc. 

“The present law,” he says, “leads t« 
much evasion, and is particularly 
severe on those people who were super- 
conscientious and those who were not 
sufficiently informed are removing are 
removing entangibles from the state 


during the tax period 
It also is very severe on a state in 
that larg portios of money each year are 


driven out of the state and into the 
neighboring states by the present 8Sv=- 
tem in Ohio of uniform taxation 


“Insurance premiums,” he said, “should 
(CONTINUED ON NEXT PAGE) 
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largely in the hands of middle-men, the 
farmers having unloaded at a price at 
least slightly higher than the present 
low. As for this year’s harvest and 
next year’s bank balance, the wheat 
farmer has something to consider. 


Stock Raisers Are 
in Strong Position 


The cotton grower is not much better 
off, though his future is less known, due 
to the prohibition by law of reporting 
crop acreages in advance. Stock raisers 
and other farmers are in a strong posi- 
tion, howev er, and farmers generally are 

“looking up” and should be in a more 
welcome frame of mind for the life 
agent. The most significant item in this 
connection is the farmer’s growing ad- 
vantage in the commodity price index. 
Farm prices have slowly but persistently 
risen, while general commodities have 
fallen at a slightly more rapid pace. May 
saw a farm price slump, due to the sharp 
fall in wheat and corn and some other 
products, but the future will probably 
see the advantage grow for the farmer. 
Even should the farmer face continued 
declines, general commodity prices will 
probably decline at a more rapid pace, 
so that this advantage will grow. Farm 
values are also considerably stabilized. 
and the net worth as well as the net 
income of the farmer is turning sharply 
for the better. 


Court Decision Gives 
Railroads Better Prospects 


The month just closing saw many de- 
velopments of importance to the general 
situation. The O’Fallon decision of the 
United States Supreme Court was the 
most important railroad decision in 
many years and is so regarded by busi- 
ness. Its tangible results may not be 
important, as the rate increases made 
possible under it are not probable, but 
it gives the railroads a brighter outlook 
for the future. It closes the long stand- 
ing and much-mooted issue of revalua- 
tion. 

Congress has furnished the business 
world with two surprises during the 
past month in the form of the proposed 
tariff and the proposed farm relief 
program. Tariff revisions were assured, 
of course, in view of the recent presi- 
dential campaign, but not such strenu- 
ous increases as finally were presented. 
So sharp are some of the increases that 
their benefit may be lost through two 
factors, the increased cost of com- 
modities to the buying public and the 
immediate increase in foreign tariffs. 
This last has already been felt, two na- 
tions, France and Italy, having already 
retaliated with some striking changes. 
This may be the net result internation- 
ally, which will prove a boomerang to 
the export trade of this country, the 
present hope of future absorption of 
production maintainence or growth. 

The stock markét is in a state of flux, 
with extreme nervousness the dominant 
factor at the moment. Even slight 
rumors of minor items have an effect on 
the market and such a stronger event 
as a notable increase in the rediscount 
rate may ‘prove too much of a strain for 


the nerves on the street today. Last 
week, awaiting an expected increase 
which ‘did not develop, the market 


sagged heavily, with notable losses for 
two days. That slump was recovered, 
temporarily, to be followed by another. 

There are now few voices left on the 
side of stable credit, and the chief issue 
on the money market today is the 
method to use in effecting the needed 
stabilization. The Federal Reserve 
Board has developed unusual caution 
which is now checking what its earlier 
drastic action on call loans brought into 
being. It is probable, however, that the 


downward trend in stock prices will 
begin in June and continue through the 





second half year. This is an item which 
is particularly attractive to the life un- 
derwriter, as he can turn to the man 
in the street with the suggestion that he 
save himself from unsound speculation 
and assure his estate with the needed 
life insurance. 

All in all, it is not an unsatisfactory 
time for the life underwriter, though it 
is decidedly one in which he should plan 
for the future and build an intensive 
production campaign that will offset 
whatever the future may hold for busi- 
ness in general. The dominating com- 
ment today is overwhelmingly bearish, 
so that this would seem the safe way 
to look into the coming months. 
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(CONT’D FROM PRECEDING PAGE) 
taxed except for the purpose of 
maintaining the insurance department, 
which costs from $80,000 to $90,000 a 
year to run. At the present time Ohio 
collects from $4,000,000 to $5,000,000 
from tax on insurance. The residue left 
from the amount necessary to run the 


not be 





insurance department is sent to the gen- | 


department. This 
unfair and involves double taxation on 
the income from which the man depends 
o nhis living. This is unfair and should 
be changed. Insurance should be taxed 
only to main the insurance department.” 
* * 


Youngstown, O.—Dr. S. S. Huebner, 
addressed a joint meeting of the Youngs- 
town association, chamber of commerce 
and Optimist Club in Youngstown this 
week, 


eral revenue 


et «4 


Central Pennsylvania—Benjamin Lud- 
low of Philadelphia spoke before the 
Central Pennsylvania association at Har- 
risburg on “What Life Insurance Can 
Do to Solve Old Age Dependency.” 


P is | 
a out, that this be 





Underwriting Is 
Sharply Rapped 


(CONTINUED FROM PAGE 3) 


business have been such as to show a 
need for drastic action. Actuaries and 
medical directors could plead strenuously 
for a change in action, but their studies 
of the future had no such influence as 
the charts of past experience. For sey- 
eral years now the charts have been 
showing mounting losses on such items 
as big risk classifications and disability 
risks. In many cases these have reached 
startling proportions, and drastic action 
was clearly seen as essential. 

It is probable that the next few 
years will see a definite swing towards 
the proper adjustment of operations 
Actuaries and medical directors, upon 
whose findings the true basis of sound 
underwriting is built, are returning to 
their proper position in the home office 
structure. Quantitative urge is giving 
way to qualitative underwriting. This 
can be done only by strict application oi 
technical methods and close consultation 
with these technical minds. Agency and 
investment executives will, of course, 
press for the maximum of results from 
their departments, but it is probable they 
will more and more develop their plans 
in conformity with the suggested rules 
of their technical advisors. 

It is important, as these men point 
generally applied, for it 
is the continued indiscriminate activities 
of a handful that break down the rules 
of the majority. Competition is a power- 
ful factor, and if a few continue to press 
for their quota on an unscientific basis, 
it may force others into the rush again. 
The encouraging part of the present 


situation is that many companies, both 
of the large and small classes, are now 
taking sufficient courage to make a 


stand, regardless of results, and impress 
their production organizations with the 
firmness of their stand. Rules are being 
established for actual guidance, and not 
merely to be carried about in a rule book. 








t ‘ion Given on Disability Claim 





In Rhyne vs. Jefferson Standard Life, 
supreme court of North Carolina, 147 
S. E. (6), the defendant issued a policy 
to Rhyne which provided for monthly 
payment in the event of total and per- 
manent disability. It also provided that 
the insured should furnish due proof in 


the event that he became totally dis- 
abled. 
While this policy was in force, the 


insured became insane and was commit- 
ted to a hospital. The defendant was 
not notified of this disabikity until after 
the expiration of the period for which 
the policy had been paid up. Defendant 
thereupon denied liability on the ground 
that insured had failed to give notice of 
his total disability. 


Judgment Was Reversed 


Action was thereupon filed by the 
guardian to recover these payments al- 
leged to be due. The trial resulted in a 
judgment in favor of the defendant. On 
appeal the higher court in reversing this 
judgment, reasoned as follows: 

“The appeal presents the single ques- 
tion as to whether total disability or 
insanity, which renders an assured in- 
capable of giving notice of injury or 
disease, required by the terms of an in- 
surance policy, can be said to have been 
reasonably within the minds of the 
parties at the time of the making of the 
contract, in the absence of unequivocal 
language dealing with such a situation. 
We think not. 

Strict Performance Prevented 


“It is considered by a majority of 
the courts that a stipulation in a contract 
of insurance requiring the assured, after 
suffering injury or illness, to perform 
some act such as furnishing to the com- 


pany proof of the injury or disability 
within a specified time, ordinarily 
not include cases where strict perform- 


does 


| ance is prevented by total incapacity ol 





the assured to act in the matter, result- 
ing from no fault of his own, and that 
performance within a reasonable time, 
either by the assured after regaining his 
senses or by his representative after dis- 
covering the policy, will suffice. * ** 
Decision Based on Broad Ground 


“It may be conceded that the decisions 
are variant as to whether, under any 
circumstances in a case like the present, 


liability can survive failure to comply 
with the requirement of notice, The 
clear weight of authority, however, 


seems to be in favor of the plaintiff's 


position. The reasons assigned by the 
different courts, in support of the ma- 
jority view, are not altogether har- 
monious, and some perhaps are incon- 
clusive. * * * 


“But we are content to place our de- 
cision on the broad ground that, not- 
withstanding the literal meaning of the 
words used, unless clearly negatived, 4 
stipulation in an insurance policy requit- 
ing notice should be read with an ex- 
ception reasonably saving the rights 0 
the assured from forfeiture when, due 
to no fault of his own, he is totally in- 
capacitated from acting in the matter 
That which cannot fairly be said to have 
been in the minds of the parties, at the 


time of the making of the contract, 
should be held as excluded from it 
terms. * * * 


“If the majority view be correct, and 
we are disposed to think that it is, 
follows that there was error in granting 
the defendant's motion for judgment o 
nonsuit.” 
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Underwriters Miss Great Opportunities 
by Not Keeping Informed on Methods 
of Selling Business Life Insurance 


NEW YORK, May 
enthusiastic crowd attended 
session of the business life insurance 
course conducted by the Life Under- 
writers’ Association of New York in 
collaboration with the University Life 
Underwriters’ Association. Theodore 
Riehle, assistant manager in New York 
City of the Equitable Life of New York 
was the speaker and chose for his topic, 
‘Corporation Life Insurance in Action- 
Getting Buyers’ Language.” 

Mr. Riehle is one of the outstanding 
personal producers in the country and 
is a recognized specialist in the field of 
business insurance; the record of his 
personal production of over $2,000,000 
last year certainly qualifies him to im- 
part his ideas to a group of life under- 
writers. 

Mr. Riehle prefaced his remarks by 
stating that the life underwriter misses 
a wonderful money making and service 
opportunity unless he keeps well in- 
formed on the proper methods of selling 
business life insurance. The first thing 


29.—A large and 
the last 





in Mr. Riehle’s mind that the salesman 
should work for is to get his prospect 
examined. In selling that is his first 
real objective, because the moment the 
prospect has undergone examimation, 
the psychology of the sale reverses itself 
and the prospect is on the defensive and 
the salesman takes the offensive. In 
connection with this point Mr. Riehle 
said that the prospect is only a suspect 
till examined and that the agent is only 
a solicitor until after he is examined. 


Financial Statement 
Gives Weak Points 


Mr. Riehle’s second point was the 
securing of a financial statement of the 
prospect from Dun’s or Bradstreet’s, 
because the statement gives the entire 
lineup of the business firm and also in- 
dicates the officer or officers with 
whom to establish contacts. It also in- 
dicates the good will valuation of a busi- 
ness and tells the number of shares of 
outstanding stock. 


that after the financial statement is 
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Mr. Riehle contends | 





studied carefully, the salesman can pick | $2.00 a yard, which indicates that the 
out the strong and weak points of a/| mill sold about 4,250,000 yards a year. 
business and thus know exactly how to | Dividing this figure by the yearly net 


proceed. cost spread over 10 years showed that 


The third tool which Mr. Riehle | the actual cost per year of a half million 
brings into action is the business insur- | of life insurance protection was only 
ance ledger statement because he feels | one tenth of a cent per yard. This 
that it is impossible to sell either the | presentation enabled Mr. Richle to close 
larger or smaller man a business con- | the case. 


unless he knows exactly what it 


live or die. 


tract 


Put in Terms 
will cost, 


of Business Solicited 
He 
large 


Only Fraction of 


- went on to show how he 
Actual Yearly Premium 


amounts toa steel erection 


had sold 
firm by 


One of the points that Mr. Riehle | reducing the cost to so much per ton 
expressly stressed was the fact that he of steel erection, and on a large cigar 
continually, in his sales talk, spoke of | manufacturing concern by putting the 


as this psychological 
favorable 


“assuming survival” 
factor put the prospect 


cost in terms of one cigar out of each 


in a thousand manufactured. 








frame of mind. By use of the ledger Mr. Riehle remarked that every once 
statement, which covers a period of 10 | in a while someone speaks about inter- 
| years, Mr. Riehle is able to show the | est. He told the underwriters to counter 
| yearly net cost of the insurance as only | with the statement that the prospect 
| a fraction of the actual yearly premium, | doesn't get interest on any general form 
las he takes into account the dividends | of insurance he buys, but doesn’t dare 
| and the increase in cash value as assets | to be without protection on his own car, 
|on the firm’s books over a period of | factory, etc. 

| 10 years. Mr. Riehle remarked in conclusion 
| By this ledger statement, Mr. Riehle | that the same ideas work just as well 
| is enabled to translate the cost of the | with a small business man as the large, 
insurance into the terms of the pros- | and guaranteed a great degree of suc- 
pect’s own business. For instance, a| cess if the underwriter would break 
textile mill does an annual business of | down the cost of insurance as so much 





$8,500,000; the average selling cost is ‘ per unit of the prospect's business. 





Every Underwriter Owes a Debt 


The Penn Mutual would like to see each of 
its representatives a member of a Life Under- 
writers’ Association. An active member. And 
there’s neither restrained approval nor chid- 
ing of Agents who accept office and give the 
necessary time to associational duties. 


The National Association, with the locals, 
has improved the working conditions of every 
underwriter, has created favorable public 
opinion toward life insurance, has beneficially 
influenced legislation, and has supplied a 
standard of ethics that is almost universally 
heeded in our business. 


We believe that every underwriter owes a 
debt to the Associations which only active 
membership can begin to pay. 


Wm. A. Law, President 


Wm. H. Kingsley, Vice-Pres. Hugh D. Hart, Vice- Pres. 


The Penn Mutual Life 


Insurance Company 
Philadelphia, Pa. 


Independence Square Founded 1847 
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Capital, $500,000 


E. D. SEIP, 
President 


General Agents and Managers 
Wanted in Illinois by the 
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Surplus, $500,000 


Contingent Reserve, $500,000 
ROBERT H. BEARD, 


Vice-Pres. and Genl. Mgr 
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Chairman of the Board 
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YOU MIGHT 
have sold that last Acci- 
dent and Health Prospect 
if you had read last month’s 


A & H REVIEW 














Sum at Issue Is 
Biggest Problem 


(CONTINUED FROM PAGE 5) 


a more or less exhaustive fashion be- 
cause the answer to the remaining prob- 
lems are more or less derivative from 
the conclusions and the law applicable 
to the situations first discussed. Thus 
if you turn to a consideration of the sec- 
ond subdivision of the first problem 
wherein, although several policies of in- 
surance are issued in pursuance to the 
same application and payable to the 
same beneficiary but there are different 
dates of delivery, it is submitted that 
there is good reason to believe that the 
courts might have reason to regard a 
different delivery date as fatal to the 
assertions of federal jurisdiction. Where 
policies are delivered on different occa- 
sions, their effective dates are entirely 
different, and many of the conditions of 
the policies are necessarily referable to 
different dates and a defense could con- 
ceivably be based upon facts and circum- 
stances existing on different delivery 
dates which would vary according to 
such delivery dates, and hence a decision 
in one case would not necessarily be res 
adjudicata upon the other, and the effect 
of the decision at most could only be 
collateral. 


Policies Are Separate 


“The third subdivision of the first 
problem relates to a situation where the 
several policies of insurance were not 
issued in pursuance of the same appli- 
cation and hence not delivered at the 
same time, but were payable to the 
same beneficiary. In our opinion apply- 
ing the test developed in our considera- 
tion of the initial problem, it would be 
impossible to successfully invoke the 
jurisdiction of the federal courts where 
different applications are employed. It 
seems impossible to escape from the 
conclusion that the resulting policies are 
separate and distinct contracts and 
causes of action which the beneficiary 
may exercise or assert as he sees fit, 
and that an action on one necessarily 
could not affect in any way the rights 
of the parties on the other policies. 

“The fourth subdivision of the first 
problem relates to a situation where sev- 
eral policies are payable to different ben- 
eficiaries, but the situation is otherwise 
the same as in the first, second and third 
subdivisions of Problem 1. It follows 
from what we have already said that 
there could be no possibility of combin- 
ing such suits to make up the jurisdic- 
tional amount. 


Issues in Second Problem 


“Problem 2 relates to a_ situation 
where a policy of insurance is payable 
in’ installments during the lifetime of 
the insured or beneficiary and a suit is 
instituted for installments alleged to be 
due, the aggregate amount of such un- 
paid installments being less than the 
\ riedictional amount, but the total in- 
stallments which will accrue in the fu- 
ture being greatly in excess of the juris- 
dictional amount. Is the amount in con- 
troversy the amount of the installments 
sued for, or the ultimate amount which 
will become payable under the policy? 


Federal Jurisdiction May Not Be Involved 


It would, therefore, appear that suits 
relating to installment contracts where 
the matured installments which are the 
subject matter of the suit amount to 
less than $3,000, exclusive of insurance 
and costs, that federal jurisdiction may 
not be involved. 

“We have but to consider the last 
question submitted, namely, where a bill 
in equity is filed by an insurer during 
the lifetime of the insured to cancel the 
policy on the ground that it has been 
obtained by fraud, is the amount in con- 
troversy necessarily the face of the pol- 
icy, or is perhaps a lesser sum involved 
because of the fact that the policy may 
never mature into a death claim on ac- 
count of possible lapse, surrender or 





other termination during the lifetime 
the insured. 
Mutual Life Case 


“In Mutual Life vs. Thompson, 27 
Fed. (2nd) 753, a bill was filed praying 
for the cancellation of two combined lif, 
and accident insurance policies issued 
by the plaintiff on Jan. 28 and March 5 
1927. The amount of insurance in eac| 
policy was $5,000, with double indemnity 
in the event of death or accidental 
causes. In the bill it is alleged that by 
their terms the policies will become con- 
testable after one year from date oj 
issue. A motion to dismiss was mack 
on the ground that the bill does not 
show that the value of the amount in 
controversy was sufficient. 

Left in Vague Condition 


“From a consideration of this c 
it is apparent that not only must ther 
be contained an allegation that the ob- 
ject sought by the bill, exclusive of in- 
terest and costs, exceeds $3,000, but 
upon the trial of the cause the court ap. 
parently from the language in the opin 
ion wherein he states: ‘Remembering 
that you are here concerned merely with 
the existence or non-existence of valu 
greater than $3,000 I am not able to say 
that insurance experts cannot with suf 
ficient accuracy for jurisdictional pur- 
poses approximate the value in money 
of the object here sought by the bill’ 
undoubtedly would require an expert 
appraisal of the value of the policy. This, 
of course, might and probably “ye 
open the door to contrary appraisal | 
the defendant, and the matter is left = 
this opinion in a somewhat vague, con- 
fused and unsatisfactory condition.” 


DISCONTINUES DEPARTMENT 





Pan American Life Finds That Writing 
Health and Accident Insurance 
Is Unprofitable 





The Pan-American Life announces 
that on July 1 it will discontinue writ- 
ing accident and health business and 
retire from that field. It started writing 
this business March 1, 1922. The com- 
pany states that it believed that acci- 
dent and health insurance was closely 
allied to life insurance and that agents 
could combine the two in such a way as 
to materially increase their income and 
also further their life insurance produc- 
tion. The company then says: 

“After more than seven years’ expe- 
rience in the accident and health busi- 
ness, results have not been as_ we 
anticipated. Our agency organization 
has been lax in its accident and health 
production and even on the _ business 
that has been written we have experi- 
enced a lapse ratio which has _ beet 
disappointing. Although our a 
and health claim department has func- 
tioned in a most efficient manner, it is 
nevertheless true that claim adjustments 
must, to a large extent, be handled by 
the men in the field. This has natur- 
ally necessitated the loss of valuable 
time which could have otherwise been 
put to good advantage in life insurance 
work. Lastly, the company’s loss 
ratio has not been satisfactory, and as a 
consequence the department has 1 
been a profitable one for the company. 

Ted M. Simmons, assistant superin- 
tendent of agents, has given consider- 
able time to health and accident pro- 
duction. 


Golly to Locate in Peoria 


E. R. Golly, manager of the Equitable 
Life of New York for Illinois outside 
of Cook county, is moving to Peoria, 
as he desires to be in the central part 
of his territory. Mr. Golly was for- 


merly located at Decatur and_ thea 
moved to Chicago as headquarters 
C. W. Brown of Connecticut has beet 


appointed cashier at Peoria. 


Gossip can take an inch of fact and 
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Supervisors Wanted in Ohio 
Real Opportunities for the Right Men 
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We want to hear from properly qualified men 
who are familiar with territory in Ohio and can 


that by help us to organize and develop our agency force in 

ef | 

Ss made & 

Des not | and training agents and will be given an allowance 

oe 6 oO for traveling expenses in connection with organiza- 
| tion work. They will also be given a liberal first- 

is case, year and renewal commission contract covering 

~ Reger personal business sold. 

rat ie . : We want men with a sound knowledge of modern 

me, bet Increas e in New underwriting principles. They must be in good 

au ; . health, hon ambitious, industrious, self-reliant 

one Paid for Insurance in | nego dace See Rares, onde asco, Remain 


and mentally alert. They must have been person- 
ally successful in selling life insurance. 

Men between the ages of 28 and 35 are preferred. 
We want supervisors young enough to grow and 
advance with the Company, but with enough expe- 
rience to do effective work from the start. 


é& New York City in 1928 














that state. 
The men selected will be paid a salary for hiring 
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from 
the Crowd 


To such men The Peoples Life is a golden 
opportunity. 


Here in this not too large company there is 
plenty of limelight for you to share. Your 
achievements will count for more—and, if 
you've the qualities of leadership, you'll 
have ample opportu- ||. ve 
nity to develop them Z : kg Per 
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THE PEOPLES LIFE INSURANCE 
COMPANY *SILLINOIS. 


CHICAGO, ILLINOIS. 


our Stedman-President. 
G.L.Lutterloh: - -Secrefary 





